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~“Midyear’s Friends Dig In For Fight 





Political’ Agents 
Forum Aitracts 
Big Attendance 


Commerce Secretary, N. C. 
Governor Talk On Merits 
Of Presidential Candidates 


In spite of having no specific 
connection with life insurance, the 
Agents’ Forum Tuesday evening, 
dealing with the merits of the ma- 
jor parties’ presidential candidates, 
played to a packed house. 

The speakers were Gov. Hodges 
of North Carolina and Commerce 
Secretary Mueller. Both speakers 
complimented the association on 
running such a forum. 

Said Mr. Mueller on this point: 

“I congratulate the National 
Assn. of Life Underwriters for ini- 
tiating this political forum. It is 
a public service of immense value. 
' | hope other business organizations 
i will follow your example and hear 
jboth sides on public questions. 
_“ For in no recent election has 
the business community had a more 
‘crucial stake and business men a 
greater need to keep informed as 
to issues and personalities affect- 
ing both their country and them- 
selves. 


Said Gov. Hodges: 

“These men bring credit to your 
association and your profession. I 
would particularly like to commend 
this organization on its very frank 
interest, and its active participa- 
tion, in affairs of government. This 
is not only your right, but your re- 
sponsibility. As a large and influ- 
ential nation wide association, 
yours is a two-fold responsibility. 
You have the basic responsibility 
to maintain an interest in govern- 
ment, while at the same time, you 
bese continually guard against 

wielding any official influence in 

behalf of special interest that may 
{ conflict, directly or indirectly, with 
the more basic interests of the na- 
tion and the American people. 

The Agents’ Forum was put on 
by the agents’ activities committee, 
headed by R. Edwin Wood, Phoe- 
mx Mutual, San Francisco, who 
presided. 











NALU's President For The Coming Year 





William E. North 
New York Life, Evanston, IIl. 





Albritton Urges More 
MDRT-CLU Cooperation 


In his address at the American 
Society of CLU annual meeting 
during the NALU_ convention, 
Chairman Robert S. Albritton of 
the Million Dollar Round Table, 
an agent of Provident Mutual Life 
at Los Angeles, told why he be- 
lieves there should be more coop- 
eration between the MDRT and 
the American Society. Following is 
the major part of his talk. 

What is the future of the career 
of life underwriting? What do we 


want it to be? What are we aiming 
for? What are our ideas about it? 

I imagine the word “profession” 
will come to the mind of many of 
you. I believe many of us would 
say that individually and as a group 
we are striving toward recogni- 
tion as a profession. 

I am as devoted to the profes- 
sional idea as any, but I would like 
to submit to you that the word 


(CONTINUED ON PAGE 44) 


Proposal To Cut 
Meeting To One 
A Year Opposed 


Upholders Of Tradition Not 
Daunted By Poll’s Outcome 
Favoring Midyear’s Demise 


By ROBERT B. MITCHELL 


Though a mail poll of National 
Council members last year re- 
sulted in 360 votes for abolishing 
the NALU midyear meeting and 
only 44 in favor of keeping it, the 
midyear’s supporters show no 
signs that they are going to roll 
over and play dead when the ques- 
tion comes up for action in the 
National Council meeting this af- 
ternoon at the annual convention 
being held at the Statler Hilton 
in Washington, D. C. 

If their actions in the Tuesday 
council session are any indication, 
they propose to make a last-ditch 
fight for a function they contend 
still has value and could be made 
even more valuable. 

In the normal course, the ques- 
tion would have been decided be- 
fore this issue of The National 
Underwriter went’ to press. 
However, it was getting on to- 
ward 5 o’clock when chairman 
David Blumberg (Massachusetts 
Mutual, Knoxville, Tenn.,) was 
called on to make the report of 
the constitution and resolutions 
committee. 


Tables Motion 


The result was that after the 
discussion had been going on for a 
while and a vote seemed immin- 
ent, Horace Flickinger, Prudential, 
Baltimore, moved that the propos- 
al to abolish the midyear meeting 
be tabled until more members of 
the council could be present. He 
emphasized the number of vacant 
chairs and the lateness of the 
hour. There were enough members 
in the room, however, to give his 
proposal a thunderous “aye”, with 
only a few scattered noes. 

It was impossible to say wheth- 
er the strength of the vote to table 
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the motion was attributable to 
anti-midyear members or pro- mid- 
year members—or just to a desire 
to have a vote that would be as 
representative as possible of all 
the National Council members at- 
tending the convention. 

Before the passage of the tabl- 
ing motion shut off discussion, Mr. 
Blumberg listed some of the rea- 
sons against continuing to have a 
midyear meeting—though he made 
it clear that the abolition would 
not go into effect until after 1962. 
Thus, the commitments to hold 
midyear meetings next year at 
Fort Lauderdale and in 1962 at 
Memphis would be honored, even 
if the proposed _ constitutional 
amendment were adopted. 


Gives Main Reasons 

Mr. Blumberg cited the main 
reasons for abolishing the mid- 
year meeting as the expense in- 
volved, the use of NALU sstaff 
members’ time, and the en- 
hancing of interest in the annual 
convention if it were the only 
meeting held during the year. The 
proposed constitutional changes 
would abolish the midyear meet- 
ing, but Mr. Blumberg pointed 
out the alternative of having more 
frequent meetings of the board of 
trustees would be left up to the 
board to implement. 

Edward Schroder, New England 
Life, Appleton, Wis., said he be- 
lieved there was a lot of misun- 
derstanding about the question of 
abolishing the midyear meeting. 
For example, he had heard the 
criticism made that at the 1960 
midyear, held in Louisville, there 
was a preponderance of National 
Council members from the area 
around Louisville. But, he said, 
this is really a good thing. 


Schroder Warns On Move 

Mr. Schroder warned against 
the proposed move, likening the 
process to locals that change from 
monthly to quarterly meetings, 
“and pretty soon you have no as- 
sociation.” He said the members 
of the council are an important 
factor in influencing the decisions 
of the trustees, and that merely 
having trustees meetings to take 
the place of council meetings 
would not be an adequate substi- 
tute. 

It was at this point that Mr. 
Flickinger offered his motion to 
table, and after a little parliamen- 
tary skirmishing to get the vote 
on the amendment put off to 
Thursday afternoon, instead of 
specifying. Thursday morning, 
which Mr. Flickinger had_ pro- 
posed—but for which no council 
meeting was scheduled—his mo- 
tion to table was passed over- 
whelmingly, by voice vote. 

Whether the delay works in fa- 
vor of the pro-midyears or the 
anti-midyears remains to be de- 
termined, but at least all interested 
council members are on notice that 
they had better be on hand this 
afternoon. 

The report of the group com- 
inittee, headed by David B. Flue- 
velman, Connecticut Mutual, New 
York City, aroused much interest 
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at the council meeting Tuesday. 
Mr. Fluegelman said that while 
there had been proposals to seek 
legislation in Congress to deny the 
present tax shelter to large 
amounts of group the committee 
felt it would be very unwise to go 
beyond NALU’s position, adopted 
at the midyear meeting, of refus- 
ing to defend the group tax shel- 
ter against attempts to remove it. 

He said the Treasury Depart- 
ment is already aware of the po- 
sition NALU took at Louisville 
and has requested a copy of the 
report, which has been supplied. 
There is every reason to believe, 
he said, that the Treasury Depart- 
ment is studying the report and 
will take appropriate action in the 
near future. 

Referring to the Beers commit- 
tee report, reported in The Nation- 
al Underwriter of Sept. 10, 
Mr. Fluegelman complimented the 
committee on having taken a po- 
sition against association group 
and direct-written group, agreeing 
with the NALU position. 

He expressed the hope that the 
companies and NALU can get to- 
gether on group problems, as the 
best interests of all would be 
served if that is done. 

By a voice vote of NALU group 
committee members in the Nation- 
al Council meeting, the commit- 
tee’s report was amended to in- 
clude a recommendation for a res- 
olution against  direct-written 
group. It was offered by William 
H. Pryor, Connecticut Mutual, 
Wauwatosa, Wis., after he had ex- 
plained the background of the Wis- 
consin field forces letter sent to all 
group writing companies licensed 
in Wisconsin. 

The suggested resolution hits at 
no-commission group or group on 
which a “tiny” finder’s fee is paid, 
calling it a form of rebating. It 
terms the practice grossly unfair 
“to those companies of principle 
who refuse to offer group insur- 
ance at a premium cost that elim- 
inates the compensation and the 
services of the field forces.” 

It then concludes: “Resolved: 
that the National Council recom- 
mend to the board of trustees of 
NALU and that the board of trus- 
tees . . . approve and support the 
position of its members in protest- 
ing against this insidious practice 
of direct writing of group business. 

“And be it further resolved: 
That NALU through its various 
facilities, apprise group-writing 
companies of its strong opposition 
to these violations of the usual and 
normal conduct of the insurance 
business in the relationship of the 
field forces in the marketing of 
group insurance.” 

The council vociferously voted 
to receive the group committee re- 
port, as amended. 


Three On Hand From ALC 


American Life Convention is 
represented at the convention by 
J. C. Higdon, chairman of Busi- 
ness Men’s Assurance and presi- 
dent of ALC; Lee Shield, ALC 
executive vice-president, and 
R. H. Kastner, general counsel. 
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WLRT Display Shows 
How To Get Publicity 


Large display boards with clip- 
pings pasted on them were used 
at the Women Leaders Round Ta- 
ble “Sellarama” to demonstrate 
how it is possible to get good pub- 
licity—and how companies can use 
advertising to get recognition for 
their agents’ achievements. 


Striking Advertisement 


One striking advertisement was 
a full page in the Burlington (Vt.) 
Free Press, with a large picture of 
Arlene Weitzel, New York Life, 
Burlington, run by New York Life 
after her election as chairman of 
WLRT. 

The headline read, 
Renown For Burlington’s 
Arlene Weitzel.” 

Many of the clippings were of 
feature stories about women 
agents. 


“National 
Own 


Six Companies Helping 

The following local companies 
helped to facilitate the various con- 
vention events and “contributed 
materially to the success” ot 
the NALU convention: Acacia Mu- 
tual, Equitable of D.C., General 
Services Life, Peoples Life of D.C., 
Southland Life (which has had a 
home office department at Wash- 
ington), and United Services Life. 


Provident Mutual Dinner 

Acting as hosts at Provident Mu- 
tual Life’s dinner and reception 
Thursday evening at the Park 
Room of the Shoreham Hotel will 
be M. Albert Linton, a director; 
C. Gordon Ferguson, 2nd vice-pres- 
ident, agency department ; Leonard 
H. Morgan, director of sales, and 
James F. Sutor and Robert C. 
Webb, regional managers of agen- 
cies. 


Four Attend From LIA 

Life Insruance Assn. of America 
was represented at the NALU 
building dedication by Bruce E. 
Shepherd, executive vice-presi- 
dent; Henry Glenn, general coun- 
sel, Albert Pike Jr., actuary, and 
Ralph J. McNair, assistant vice- 
president. 





2nd Day 


Net Cost Of New 
NALU H eadquarter 
Set At $729,000 


An analysis made by NALU , 
the cost of the new building wor, 
out like this: ] 

At the time the present buildin, 
committee was authorized in An. 
gust, 1958, the board of truste, 
authorized an outlay of $750,00) 
exclusive of any cost of the sit 

The cost of the site and building 
was $515,500. Cost of reconstry. 
tion was $469,000. Architects’ fees 
were $27,500. Legal fees and j, 
censes cost $10,000. These outlay; 
total $1,022,000. P| 

From this was deducted the gai. 
price of the lot formerly owned o; 
C street, which was $140,000, Als) 
deducted was the valuation of th 
excess land adjacent to the build 
ing, held as an asset by NALU an 
now rented as a parking lot, Th 
valuation is set at $153,000, 

This figure and the sale price 
the old lot total $293,000. Thi 
amount, subtracted from the tot 
gross cost of $1,022,000, leay 
$729,000 as the net cost of th 
completed building exclusive 
furnishings 


PR Staff Keeps 


Reporters Happy 


The NALU public relationg 
staff, headed by PR_ Directo 
Marvin A. Kobel, has an ideall 
laid out press room, with plenty 9 
non - temperamental typewriter 
along one wall, opposite a row 9 
huge windows. This provides th 
daily and trade paper staff me 
with ample facilities and eye-sav 
ing illumination. 

Besides Mr. Kobel and his se 
retary, Betty Martin, the PR sta 
for the meeting includes Lee De 
kay, administrative assistant t 
the executive vice-president ; Nor 
man Green, mail supervisor; Law 
rence Ward, who has charge 0 
mimeographing; and __ Richari 
Bickerton, son of NALU directo 
of field services Ann Bickerton} 
who is helping to man the pres 
room temporarily. 

















President D. 
vis W. Gregg 
American Col 
lege giving th 
dedicatory ad 
dress at the dedi 
cation ceremon 
at the NAL 
headquarters 
building. At left 
is President Wil 
liam S. Hendley 
Jr. of NALU, and 
next to him 3 
Executive Vice- 
president Leste 
O. Schriver o 
NALU, both of 
whom were als 
principals at the 
ceremony. 
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“Creeping complacency” in man- 
agement is even more insidious 
than creeping in- 
flation, Clifton 
E. Reynolds, 
Metropoli- 
tan Life superin- 
tendent of agen- 
cies, said in his 
talk at the an- 
nual meeting of 
General Agents 
& Managers 
Conference dur- 
ing the NALU 
convention. 

Suggestions for keeping man- 
agement alert, aggressive and dy- 
namic were outlined by Mr. Reyn- 
olds, whose talk is presented here 
at less than half its complete 
length. The full text will be pub- 
lished by GAMC, along with other 
talks at the GAMC sessions. 


Social change in management is 
as inevitable as the change in style 
of women’s hats. Occasionally I 
hear managers bewail the loss of 
managerial prerogatives. Not in- 
frequently they strongly censure 
their respective home offices as be- 
ing highly bureaucratic and un- 
yielding. In some instances, it 
would seem that every Monday 
morning the secretary brings in the 
mail, including a “management 
kit” from the home office, and 
places it gingerly on the manager’s 
desk. The kit, of course, contains 
hourly instructions for the ensuing 
week’s managerial operating activ- 
ities. 

I strongly believe the successful 
manager is, and must continue to 
be, an entrepreneur. He must be 
aggressive, energetic and dynamic. 
He must be a risk-taker, an inno- 
vator and an _ action-getter. He 
must know what he wants and he 
must know how to get it. He must 
have a thick skin and a little tough- 
mindedness. He must be able to 
work under pressure and, at least 
to a mild degree, he must be a 
non-comformist. 





Clifton E. Reynolds 


No ‘Managerial Image’ 


Is this the image of successful 
life insurance management? Of 
course it is ‘not. I suggest that 
there is no image of a managerial 
group; rather there is an image of 
the accomplishments of successful 
managers. 

In a manner of speaking, our 
Metropolitan Life manager wears 
two hats. He recruits, supervises 
and trains not only the combina- 
tion salesman but also the Metro- 
politan insurance consultant, who 
sells only ordinary, A&S, group 
and pensions. Ours is an integra- 
ted operation, all under one roof. 
This type of operation requires 
versatility on the part of the man- 
agers, and it has greatly increased 
their over-all responsibilities. It 
has provided a new challenge. 

of problems emerged 
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Met Executive Says Manager Should Be 
Innovator, Risk-Taker, Action-Getter 


almost immediately after the in- 
auguration of the Metropolitan in- 
surance consultant program. Re- 
cruiting and selection of men who 
would operate largely in the car- 
riage-trade area required an up- 
grading to some extent in the qual- 
ity of the candidate. There were 
entirely new aspects of financing 
the new man, and the development 
of specific markets took on an add- 
ed importance. To their credit as 
a group, our managers have done 
a perfectly splendid job through 
the integration process. 

We have all heard and read many 
definitions of management. Re- 
cently I read a very simple one 
that appealed to me, and I think it 
is one that very aptly describes 
managerial functions. It was this: 
Management is the marshaling of 
resources to get a job done. Per- 
haps this definition is over-simpli- 
fied, but I believe it hits the nail 
squarely on the head. 

Here are a few images of highly 
successful managerial accomplish- 
ments from my almost 15 years of 
being a superintendent of agencies, 


in which I have worked closely 
with managers and observed man- 
agerial operations at very close 
range. 

‘Concept Of Job’ 

1. I have never known a highly 
successful manager who didn’t have 
a definitized philosophy of teader- 
ship. Perhaps “concept of his job” 
is a better term. But regardless of 
terms, it is the ability to see the 
whole picture of management and 
to assume the responsibility for the 
successes and failures of all the 
people under one’s’ supervision. 
The manager cleverly draws ideas 
from his associates because he 
realizes that bottom-up manage- 
ment pays big dividends. 

2. The successful manager is 
mentally conditioned to take the 
pleasant with the unpleasant. He 
knows there will be plenty of both 
in his job. He doesn’t weaken his 
standing with his men by making 
the home office or his superinten- 
dent of agencies the whipping-boy 
when anything goes wrong. 

3. The successful manager is 


(CONTINUED ON PAGE 14) 








Expect Mortgage On 
NALU Building To 
Be About $250,000 


Twice the building fund cam- 
paign fell short of its goal by some 
$250,000. The plan is to provide 
for the deficiency by arranging a 
mortgage for that amount at 5% 
amortized in 20 years, at an an- 
nual expenditure of $17,250, 
NALU Treasurer Louis J. Gray- 
son, Travelers, Washington, D.C. 
reported to the national council 
Tuesday. 

“Over the 20-year period the 
interest alone totals $95,000,” Mr. 
Grayson commented. “We could 
use that $95,000 to much better ad- 
vantage, if we had no indebted- 
ness.” 


Would Be Greater 


The mortgage would have to be 
greater but for two considerations, 
said Mr. Grayson. These are: 

1. The furnishings of both the 
board room and the library were 
gifts. 

2. NALU paid for the rest of the 
furnishings, fixtures and equipment 
out of capital, though this sub- 
stantially reduced NALU’s surplus. 

That, plus added pension costs 
and the need to modernize NALU’s 
record-keeping system, adds up to 
a budgetary deficit of more than 
$45,000, though possibly this can 
be reduced, Mr. Grayson said, add- 
ing that he had therefore “very re- 
luctantly” recommended to the 
board an “appropriate” increase in 
dues that would permit NALU to 
gradually build up its surplus to 
a sounder basis. 
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Wives of two prominent New 
York Life men: Mrs. William E. 
North, whose husband will head 
NALU during the coming year, 
and Mrs. Raymond C. Johnson, 
whose husband is New York Life’s 
vice-president in charge of market- 


ing. 


Helen Millett New 
Chairman Of WLRT 


Helen Millett, Penn Mutual, St. 
Paul, was elected chairman of the 
Women Leaders Round Table at 
the annual meeting during the 
NALU convention. She succeeds 
Arlene Weitzel, New York Life, 
Burlington, Vt., who continues on 
the executive committee as imme- 
diate past chairman. 

Marion [. Gilmore, John Han- 
cock, Albany, was elected vice- 
chairman. 

Norma J. Austin, Pension Funds 
Co., Detroit, and Hazel B. Shafer, 
field assistant, Equitable Society, 
Roanoke, Va., were elected to the 
executive committee. 





2nd Day 


GAMC Elects Purser 
Chairman; Pitcher 
Ist Vice-Chairman 


Carr R. Purser, Penn Mutuaj 
Life, New York, was elected chair. 
man of General 
Agents & Man- 
agers Conference 
of NALU during 
the GAMC busi- 
ness session of 
NALU’s annual 
convention. 

Mr. Purser, 
who has_ long 
been active in 
GAMC affairs, 
was elected Ist 
vice-chairman in 
1959, 

Robert B. Pitcher, John Hap. 
cock, Boston, was elected 1st vice. 
chairman and C. Carney Smith, 
Mutual Benefit Life, Washington 
D. C.. was named _ vice-chairman| 
the post formerly held by Mr 
Pitcher. Elected secretary was | 





Carr R. Purser 


Kent Babcock Jr., Aetna Life 
Philadelphia. 
W. Roy Parsons, Pilot Life 


Norfolk, was named to fill the un 
expired term of trustee created by 
Mr. Babcock’s election as. secre 
tary. Durward F. Penrod, Metro 
politan Life, Springfield, IIL, wh 
was completing an unexpired tern 
of a previous director, was "I 
elected for a three-year term. He is 
public relations chairman. 

Other directors elected for three: 
year terms were E. Clare Weber, 
New England Life, Cleveland: 
William B. Hoyer, John Hancock, 
Columbus, O., and David B. Flue: 
gelman, Connecticut Mutual, New 
York. 


Brochure Of GAMC 
Talks Nearly Ready 


The annual edition of the Gen 
eral Agents and Managers Con 
ference brochure, containing th: 
full texts of the addresses of thr 
speakers at the Washington, D.C. 
meeting is now in preparation. 

The brochures are made avail 
able to all members of GAMC ani 
additional copies may be purchaset 
through the GAMC headquarters 
The midyear (while they last 
and the annual edition may be 
purchased for 75 cents. Single cop, 
ies of either edition are 50 cents 
each. Requests for copies should 
be sent to the General Agents and 
‘Managers Conference, 1922 
Street, N.W., Washington 6, D.C 
The annual brochure contains th¢ 
luncheon address, “What Pree 
Freedom,” by Roger Hull, pres: 
dent of Mutual of New York; “Re; 
checking Agency Plans,” by Roby 
ert B. Pitcher, general agent John 
Hancock, Boston; “Basics of St 
pervision,” by Lloyd Lafot, — ™ 
spector of agencies for New Yor 
Life in Los Angeles and “The Im 
age of the Modern Manager, by 
Clifton E. Reynolds, superinten¢: 
ent of agencies Metropolitan Lit 
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Return To ‘Individual Accountability 
Of Man’ Is Called A Major Need 


By PHILIP F. HOWERTON 

The program committee asked 
me to “take a long hard look at the 
‘60s and discuss moral and ethical 
considerations as they affect the 
individual, our society and our 
mission as life underwriters.” That 
is a big order. 

Since I do not have “The gift of 
prophecy and understand all my- 
steries and all knowledge,” it is im- 
possible for me to picture what the 
‘60s will bring in the moral and 
ethical realms. But one thing I do 
know, that in the ‘60s as in all the 
past decades we will still be dealing 
with people and with human nature 
for human nature is the same today 
as it was when God set man in the 
Garden, gave him a boundary with- 
in which to live, and an order of 
life in which to work. 


So, the only way we can look at 
the ‘60s is to consider what this 
order of life is and where we fit 
into it. 

Our whole philosophy of gov- 
ernment proceeded from the mind 
of men who believed in the sover- 
eignty of God, that He is infinite, 
not only in His power, but in His 
love, so that He is concerned with 
the need of man, His highest crea- 
tion; that all law and all social or- 
der is ordained from God in order 
to establish a relationship that 
would bring the two together. Thus 
we know that we live in a moral 
universe. These men also believe 
that every man must give an ac- 
count of himself to God but being 
a moral creature he has freedom of 
choice, freedom of will. 

Many have tried to reconcile 
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these, freedom of the will and di- 
vine authority. One man wrote that 
God gives us freedom but restrains 
us by His love. In the dedication of 
his book he said, “To my beloved 
wife, under whose benign reign I 
have enjoyed freedom under res- 
traint.” 


Cites Famous Minister 


It was upon this philosophical 
basis that our government was 
founded—Men like John Wither- 
spoon, of whom Prime Minister 
Pitt said. “Our American cousin 
has run off with a Presbyterian 
minister’—the Scottish theologian 
who was the president of Princeton 
University and who taught James 
Madison, the real author of the con- 
stitution, his theological views on 
the philosophy of representative 
government. These men and oth- 
ers—like Thomas Jefferson—rec- 
ognized and found tor freedom of 
thought and action and yet rec- 
ognized and fought for freedom of 
higher authority. 

Under this philosophy of gov- 
ernment this country has produced 
men of conviction, men of courage 
who have been willing to die for 
their convictions. It has produced 
men like Carnegie who have built 
libraries and men like James B. 
Duke who have built colleges and 
men like Andrew Mellon who have 
built churches and museums and 
men like Rockefeller and Ford who 
have established charitable foun- 
dations and social agencies, all with 
an underlying bedrock of moral 
and spiritual values that have made 
a great contribution to this land 
and to the world. Where would we 
be today without them! The moral 
and ethical climate of the ‘60s will 
directly depend upon how well we 
cherish that philosophy of freedom 
and how we answer that high pur- 
pose. 

Each Is Responsible 

We must reaffirm that all law is 
based on the moral law, the law of 
God if you please, and that every 
man is a responsible person and as 
such is accountable to Almighty 
God. We must affirm that each of 
us is endowed by God with certain 
responsibilities and talents, and 
and that we will be held account- 
able for our discharge of this trus- 
teeship. How this would cure the 
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A return to fundamentals, to the 
individual accountability of ma 
“to a denial that 
a man can blame 
all his meanness 
on his mother-jn. 
law, or that a 
welfare check jg 
a worthy substi. 
tute for a day’s 
work,” is needed 
today, according 
to Philip BF 
Howerton, gen. 
eral agent of 
Connecticut Mutual Life at Char. 
lotte, N. C., who participated in the 
symposium that featured the 
Thursday morning general session 
of the annual convention of NALU,. 





Philip F. Howerton 








despair of so many men who haye 
lost a purpose for living! 

For 40 years we have been told 
by the sociologists that man is q 
product of his environment; we 
have been subjected to a pseudo. 
psychology that says man is a vic. 
tim of circumstances beyond his 
control. One man said recently that 
he could easily understand poor old 
Adam. Some even argue that man 
has no will of his own. What utter 
nonsense! Such a philosophy is di- 
rectly counter to that which has 
built this country, for it does not 
produce men of conviction nor men 
of courage. 

Not A Unit Of State 

So at the risk of preaching, may 
it be ventured that we need a re- 
turn to the fundamentals, to the 
individual accountability of man— 
to a denial that a man can blame all 
his meanness on his mother-in-law, 
or that a welfare check is a worthy 
substitute for an honest day’s work. 
More important—that man does 
not exist as a millionth unit of a 
state that is all-glorious, nor as a 
ward of a welfare state, but that he 
is an individual human soul that is 
personally accountable to God and 
thus naturally to his fellow man. 

We need more talk in this coun- 
try about personal responsibility 
and less about rights, more about 
duty and less about discrimination. 

Certainly we also need a good 
dose of real honest to goodness 
Americanism, and if that be flag 


waving then make the most of it. 
(CONTINUED ON PAGE 46) 
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Lafot Calls ‘Abdication As Sales 
Managers’ Root Of Field Problems 


More doing, not more knowledge 
is today’s need, said Lloyd Lafot, 
New York Life 
inspector of 
agencies at Los 
Angeles, in his 
talk at the Gen- 
eral Agents & 
Managers Con- 
ference annual 
meeting during 
the NALU con- 
vention at Wash- 
ington, D. C. 
Mr. Lafot said he 
wondered if most of the problems 
faced in field management have 
not been caused by “our own fail- 
ure to face up to the fact that we 
have abdicated as sales managers.” 

Mr. Lafot’s talk, which is given 
here at less than half its complete 
length, will be published by GAMC 
in full in a volume containing all 
the addresses given at this meet- 


ing. 


It seems to me that the time 
has come for a brutally frank ap- 
praisal of ourselves as supervisors. 
Such an evaluation will confront 
many of us with these two un- 
deniable and unpleasant facts: (1) 
Many of our associates have 
slipped into poor work habits due 
to a lack of proper managerial 
supervision; (2) many managers 
have no plan of supervision which 





Lloyd Lafot 


provides daily guidance and 
makes men work consistently. 
I frequently wonder whether 


most of the problems we face in 
field management have not been 
caused by our own failure to face 
up to the fact that we have ab- 
dicated as sales managers. During 
recent years we have been doing a 
pretty good job supervising the 
education of our associates, but 
very few of us have done much in 
the area of supervising work ef- 
fort. Let’s face it: This is the real 
heart of effective sales operation. 


Defines Supervision 


Exactly what is proper manag- 

erial supervision? I like this def- 
inition: Supervision is seeing to it 
that our associates work every day 
at the basic essentials of selling, 
to the end that they develop good 
work habits and in so doing pro- 
vide effective self-supervision. 
_In my opinion the real pay-off 
lactors—often ignored by agency 
managers—are contacts with new 
people, prospecting, opening new 
cases and closing. Without a lot of 
contacts, prospects, openers and 
closes, no agent can sell consis- 
tently, and without production, 
not much else matters. 

I'm not against education and 
upgrading our men, but what we 
need today is not more knowl- 
edge but more doing. Not more 
books but more action. We need 
to do the things we know we 
ought to do. We've got to stop 
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coasting on our renewals and 
make men work at selling more 
people. We are not professors, 
we're sales managers! Our asso- 
ciates need supervision. And 
what's more they want it. 

A recent job satisfaction survey 
by our company among its 7,000 
agents showed 60% admittedly had 
trouble maintaining proper work 
habits. A great majority said they 
wanted additional guidance and 
supervision. Many wanted man- 
agement to put more emphasis on 
stabilizing monthly production 
and income. Our men_ usually 
found it difficult to get good pros- 
pects in quantity and to develop a 
clientele from whom they could 
obtain referrals. 


Lack of supervision has contri- 
buted greatly to a significant and 
dangerous trend—the declining 
case rate, a gradual decrease in the 
number of lives insured per agent 
per year. 

Our agency development pro- 
grams have been concentrating on 
tapping the upper income market. 
That's all right, but if we as an 
industry, don’t reach all levels we 
encourage further government in- 
vasion of private insurance enter- 
prise. 

In my opinion, the case rate 
continues downward because we 
have educated our agents in pro- 
graming, business insurance, 
and estate conservation to get vol- 
ume, but we have not supervised 
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their work effort to sell more peo- 
ple. 

I realize it’s not so easy to work 
out a plan of supervision that pro- 
vides daily guidance and makes 
men work consistently. This 
brings me to my point No. 2. 

At one time each of us hada plan, 
at least in our minds, but in the 
press of the urgent, the important 
was forgotten. Even if you leave 
this meeting determined to be a 
better supervisor, your enthusiasm 
can soon wane unless you set 
down certain principles for your 
associates that make you super- 
vise the right things every single 
day. 

Knowing Isn’t Doing 


We can narrow the mattcr down 
to this essential fact: Work is the 
price of success. Most men know 
this, but there is often a wide gap 
between knowing and doing. We 
have to let our associates know 
what is expected of them and fol- 

(CONTINUED ON PAGE 32) 











This PRUDENTIAL SALUTES 
LEONARD T. SMITH UPON WIS 


RETIREMENT AS ClIAIIIMAN 
OFTHE GENERAL AGEN YS 
AND MANAGERS CONFERENCE 


Mr. Leonard T. Smith joined The Prudential as an Agent in 1922 and became a District Manager 
in 1929. He is now Manager of a Prudential District Agency in Providence, R. |. In 1959, Mr. Smith 
was elected Chairman of the General Agents and Managers Conference —the first combination 
agency manager of any company to serve as chairman of this fast-growing organization. Now, 
on his retirement from this office, The Prudential Insurance Company of America salutes 
Len Smith for his fine and significant record of achievement in that position. 
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NALU Coun- 
sel Taylor Big- 
bie and Public 
Relations Direc- 
tor Marvin Ko- 
bel at the recep- 
tion counter of 
the new building, 
just before the 
inspection tour 
that followed the 
dedication. 





Horace R. 
Smith, assistant 
agency vice- 
president Con- 
necticut Mutual 
Life; Howard H. 
Cammack, John 
Hancock, Alba- 
ny, and Chester 
Wardwell, Con- 
necticut Mutual, 
Peoria, past 
president of Life 
Underwrit- 
er Training 
Council. 





At the New 
York Anchell- 
for-trustee head- 
quarters: Mrs. 
David B. Flueg- 
elman, whose 
husband is gen- 
eral agent at 
New York for 
Connecticut Mu- 
tual; Joseph N. 
Desmon, Conti- 
nental Assur- 
ance, Buffalo, 
and Mrs. Des- 
mon. 
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John D. Moy- 
nahan, Metropo- 
litan Life, Chica- 
go, past presi- 
dent of NALU, 
Mrs. Alice W. 
Mathewson, exe- 
cutive secretary 
of the Honolulu 
association, 
whose _ husband, 
Connecticut Mu- 
tual General 
Agent Harry 
Mathewson is 
immediate past 
president of the 
Honolulu associ- 
ation, and Oren 
D. Pritchard, 
2nd__svvice-presi- 
dent of Union 
Central Life and 


immediate past president of NALU. 
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Warren Johnson, executive secretary Nebraska and Omaha associ- 


ations; Counsel J. Taylor Bigbie of NALU, and NALU Trustee Frank 
McNamara, Old Line Life, Waukesha, Wis., snapped at the luncheon 
fcr the NALU hoard and ex:zcutive secretaries. 
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Lawrence W. Jackson, director 
of courses at Metropolitan Life, 
and Norma Wasson Bard, Phoenix 
Mutual, Los Angeles, chairman of 
the legislative committee of Wom- 
en Leaders Round Table. 


RWRITER GC 


Robert I. Zoll, 
Philadelphia re- 
tional manager 
of The National 
Underwriter Co., 
at the company’s 
display on the 
mezzanine floor 
of the Statler 
Hilton. 


William G. Maunsell (right), 
agency manager at Geelong for 
Temperance & General Mutual 
Life, and his long-time friend, 
Ivan V. Snyder, educational direc- 
tor of Indianapolis Life. 
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Inflation and moral laxness in 
politics and business threaten the 
economic growth 
and the free soci- 
ety of the United 
States, Roger 
Hull, president 
of Mutual of 
New York, said 
at the General 
Agents & Man- 
agers Conference 
luncheon here at 
the convention. 
“Unless we 
have the courage 
to stop inflation 
and to stop the moral laxness that 
currently pervades our business 
and political life, we are doomed,” 
Mr. Hull warned. 

He said that there are nine un- 
derlying sources for the current in- 
flationary period. Among them, he 
listed built-in expansions of fed- 
eral welfare programs, assaults on 
the savings motive, an insistence 
upon immediate substantial im- 
provement ot living standards ir- 
respective of the ability to pay for 
them, and an_ inability or un- 
willingness of government, re- 
gardless of the party in power, to 
stop inflation. 





Roger Hull 


Payola, Influence Peddlers 


He charged that the. recent spec- 
tacle of the payola scandals in the 
television field and the frequent 
headlines about Washington influ- 
ence peddlers are symptoms of a 
dangerous trend toward moral de- 
terioration. 

“It is disturbing that so many 
business decisions are made be- 
cause there is some tax advantage, 
and not because they are sound for 
the long run,” he said, 

But there will be no tax reform, 
he added, “until it is politically ex- 
pedient to reshape tax policies and 
force government to live within its 
income. 

“As long as politicians—federal, 
state and local—think they have a 


NALU, Institute To 
Honor Local Units 
for Public Service 


Sixteen local associations, win- 
nets of the public service awards 
sponsoed by NALU and Institute 
of Life Insurance, will be honored 
hereat NAIL.U’s annual convention 
Thursday afternoon, when Louis I. 
Dublin, the institute’s health and 
welfare consultant and coordinator 
ofthe public service program, will 
present the awards. 

Top honors in the 1960 program 
will go to the local associations of 
Kansas City; Wichita; Framing- 
ham, Mass., and South Brevard 
(Melbourne), Florida. Kansas City 
placed first among associations 
(CONTINUED ON PAGE 16) 
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Hull: Inflation, Moral Laxness 
Threaten Free Society, Growth 


better chance of being elected by 
promising to spend than they have 
by promising to be prudent, they 
will spend. 

“We were treated last year to 
the sad spectacle of the richest na- 
tion in the world, in the most 
prosperous year of its history, op- 


erating at a deficit. If we can’t 
prevent deficits in a year like that, 
when can we ever do it®” Mr. Hull 
asked. 

He said that inflation can be 
halted if government, business and 
labor will work together in a de- 
termined effort. 

Mr. Hull observed that many 
Americans protest increasing gov- 
ernment expenditures, unbalanced 
budgets and high taxes, yet simul- 
taneously keep demanding vast 
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new services of government. 

“These people,” he said, “persist 
in the pleasant illusion that federal 
aid does not come from the local 
taxpayer.” 

The solution to problems, he 
said, lies in the quality of leader- 
ship throughout the fabric of so- 
ciety. “You and I have a respon- 
sibilty for this leadership and the 
solution starts with you and me— 
not with our neighbor down the 
street.” 
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You're confident when 
you're well equipped... # 


You're confident when 
you're well insured... 
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Ask your Pan-American representative about all this. 
He’s an expert at tailoring coverage to fit your needs, and your budget. 


New Orleans, U. S. A. 
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Zing! goes the reel—taut goes the line—what a thrill when a big one strikes! 


There are those who say fishing is all a matter of luck, but we can’t agree .. . not 
entirely. Surely you need skill, good tackle, and an experienced captain to pilot you 
safely at sea! So it is with insurance . . . an experienced Pan-American representative 
can steer you wisely along a charted course and equip you with confidence to meet any 
rough seas which may lie ahead. Most young men don’t view the future as a matter 
of “luck”. They plan . . . and protect their loved ones with adequate insurance. 


There’s coverage for mortgage payments . . . children’s education . . . even retirement 
plans cost little for men in their early years. 


AMONG THE TOP 10% OF U. S. LIFE INSURANCE COMPANIES WRITING MORE THAN 90% OF ALL LIFE INSURANCE 


Pan-American Life Insurance Company 


e A Mutual Company 








LOUIS W. SECHTMAN 


General Agent 
AETNA LIFE INSURANCE COMPANY 


200 East 42nd Street New York 17, N. Y. 
MUrray Hill 2-0200 











THE GROGAN AGENCY 
of 
THE GUARDIAN LIFE INSURANCE COMPANY 
500 Fifth Avenue LOngacre 4-8755 
for more out of LIFE... and A&H too... 











THE CHARLES B. KNIGHT 
AGENCY, INC. 


General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway, New York 7, N. Y. BArclay 7-4500 
CHARLES N. BARTON, C.L.U., Pres. 


Maurice Ziff, Exec. Vice Pres., Paul Goodman, V.P. 
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EDMOND J. NOURI, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
200 East 42nd St. New York 17, N.Y. 
MUrray Hill 7-5560 


“Just a few steps from Grand Central” 





HARRY KRUEGER, C.L.U. 
General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 
386 Park Avenue, South New York City 
New Ideas—Old Ideals 
MUrray Hill 3-8800 








HAROLD G. PRATT 


General Agent 


WUTUALJ LIFE INSURANCE COMPAND 


225 BROADWAY 
NEW YORK, N. Y. 


BArelay 7-1070 








WILLIAM A. ARNOLD, Il 


General Agent 


 Manecck, 
MUTUALS LIFE INSURANCE COMPART 


Complete Brokerage Service 


161 William St. - New York 38, N.Y. - WO 4-2366 


Telephone ClIrcle 5-2300 


DAVID MARKS, JR., C.L.U. 


General Agent 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
666 Fifth Avenue NEW YORK 19 


THE SCHMIDT AGENCY 
Roger W. Schmidt, C.L.U. 
Arthur W. Schmidt, C.L.U. 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
575 Lexington Ave. New York 22, N.Y. 
MUrray Hill 8-2600 








DAVID A. CARR AGENCY 
INC. 
CONTINENTAL ASSURANCE 
COMPANY 
50 E. 42nd St. 


New York 17, N. Y. OXford 7-3424 





AUSTIN & SCHULMAN, General Agents 


Gilbert V. Austin, C.L.U. 
Joseph Schulman 
AETNA LIFE INSURANCE COMPANY 
BROOKLYN 1, N.Y. 
TRiangle 5-7560 


16 Court Street 


DAVID B. FLUEGELMAN, C.L.U. 


General Agent 
CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


342 Madison Ave., N. Y. 17, N. Y. MU 7.5035 
All Facilities for Brokers and Surplus Writers 








CHARLES E. DRIMAL, C.L.U. 


General Agent 


THE PENN MUTUAL LIFE 
INSURANCE COMPANY 


630 Third Avenue New York 17, N. Y. 
MUrray Hill 2-7200 


KREBS & McWILLIAMS 
General Agents 
AETNA LIFE INSURANCE COMPANY 


Aetna Bldg., Corner William & Fulton 
151 William Street, New York 38 
REctor 2-7900 


CONGRATULATIONS 
HARRY PHILLIPS Ill, C.L.U. 


President 
of the Life Underwriters Association of New York 


HAROLD N. SLOANE AGENCY 
General Agents 
CONTINENTAL ASSURANCE 
111 John St., N. Y. 38, N. Y. BEekman 3-454) 


—— 











LAMBERT M. HUPPELER, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


400 Park Ave. New York 22, N.Y. 
PLaza 1-4200 








JAMES F. MacGRATH, JR. 


General Agent 
THE UNITED STATES LIFE 
INSURANCE COMPANY 


161 WILLIAM STREET NEW YORK 33,N. Y. 
BArclay 7-4828 








THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 


INSURANCE COMPANY 
of Philadelphia 


Arthur L. Sullivan, General Agent 





107 William Street New York 38, N. Y. 
WhHitehall 4-5926 
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ARTHUR H. BIKOFF 


General Agent 


AETNA LIFE INSURANCE COMPANY 
The Fifth Avenue Agency 
“Below the top of the 6’s” 

666 Fifth Ave., 35th Floor New York 19, N.Y. 


COlumbus 5-0505 








WM. L. Perrin & Hon, Inc. 


Julius L. Ullman, Pres. 


Non-Can *A&S’'—Medical—Hospital—Individual—Group Plans 


_ General Brokers Qualify. Lifetime Service Fees. 


75 Maiden Lane, New York 38, N.Y., HAnover 2-4044 








DONALD L. SHEPHERD, C.L.U. 


General Agent 
EQUITABLE LIFE INSURANCE 
COMPANY OF IOWA 


270 Madison Avenue New York 16, N. Y. 
MUrray Hill 6-1400 








THE SALINGER-WAYNE AGENCY 


Benjamin D. Salinger, C.L.U. Stanley R. Wayne 


General Agents 


MUTUAL BENEFIT LIFE INSURANCE CO. 


41 East 42nd St., N. Y. City MU 7-0200 


M. L. CAMPS 


General Agent 


aD 
Hancock 
SWUTUALJlive INSURANCE COMPAND 


Suite 600, 800 Second Ave. at 42nd St., New York 
OXford 7-2121 


THE MALLON-CURRAN 
AGENCY 
Organized Service 
MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


MUrray Hill 2-7979 630 Third Avenue 
E.LLOYD MALLON and ROBERT I. CURRAN, JR. 








JAMES A. RANNI ORGANIZATION 
General Agent 
MANHATTAN LIFE INSURANCE CO. 


Charlie McKeone Bill Ranni 
Bill Mearns 


551 5th Ave., 36th Floor New York 17, N.Y. 
MUrray Hill 7-8750 


CONSTITUTION AGENCY, INC. 

THE UNITED STATES LIFE 
INSURANCE CO. 

Frank T. Crohn, C.L.U., General Agent 


119 West 57th Street ClIrele 6-2736 
New York 19, N.Y. 





SAM P. DAVIS 


Manager 


PHOENIX MUTUAL LIFE INS. CO. 
20 East 46th St., N. Y. MUrray Hill 2-6042 


Leading Company Agency 








ROSWELL W. CORWIN, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


NEW YORK 7, N. Y. 
BEekman 3-6620 


233 BROADWAY 


‘Bill & Dave Harmelin’’ 
THE HARMELIN AGENCY, INC. 
General Agent 


CONTINENTAL ASSURANCE COMPANY 
50 Church Street New York 7, N. Y. 
COrtland 7-4686-7-8 


“Where Business is Appreciated” 


CARL E. HAAS, C.L.U., INC. 


General Agent 


CONTINENTAL ASSURANCE COMPANY 


32 Court Street Brooklyn 1, N. Y. 
TRiangle 5-7362 


Group insurance and lifetime service fees 
available to all producers. 








PHILIP F. HODES 


General Agent 


E. J. HODES, ASSOC. GEN. AGT. 
NATIONAL LIFE INSURANCE CO. 
OF VERMONT 


95 Liberty Street New York 5, N. Y. 
Telephone 
BArclay 7-3972 








MICHAEL J. DENDA 
Resident Vice President 
UNION MUTUAL LIFE INSURANCE 
COMPANY 
William Oechslin, Brokerage Manager 
521 5th AVENUE NEW YORK 17, N. Y. 
MUrray Hill 7-2355 


Life, Group, Non-Cancellable, Sickness and Accident 


That Case You Think Is So TOUGH 
May Not Be As Tough as You Think! 
You Give Us the Facts—We'’ll Give You the Answer 


SUBSTANDARD UP TO 1000% MORTALITY 
Call Carlin 


VINCENT A CARLIN, JR., GENERAL AGENT 
Manhattan Life Insurance Company 
107 William St., New York City BO 9.557 














JOHN J. KELLAM, General Agent 


NATIONAL LIFE INSURANCE COMPANY 
930 Fifth Ave. New York 36, N. Y. 
Direct Wire N.Y.C. to New Canaan, Conn. 
Call CYpress 2-6676 
New Canaan telephone—W Oodward 6-2636 


Settee 








B. WILLIAM STEINBERG & Associates, Inc. 
General Agent 
MASSACHUSETTS MUTUAL 

LIFE INSURANCE COMPANY 
225 Broadway, N.Y.C. BArclay 7-7100 
Jamaica District Office 
166-26 89 Ave.—AXtel 7-6000 
Hartsdale District Office 
One N. Central Ave.—ROckwell 1-2500 








RUSSELL B. KNAPP, GENERAL AGENT 
MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


233 Broadway BEekman 3-8090 
Woolworth Bldg. New York 7, N. Y. 


Mitchel D. Nowak, Brokerage Manager 


“We want to earn the right to your Brokerage 
Business through Friendliness and Service.” 
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U.S. C. OF C. OFFICIAL SAYS: 





Determined Effort Can 
Save Enterprise System 


The American free enterprise 
system faces five tough challenges 
but they can be successfully met by 
business, according to Arch N. 
Booth, executive vice-president of 
the U.S. Chamber of Commerce, 
who participated in a symposium 
at Thursday’s general session of 
the NALU annual convention in 
Washington, D.C. The business 
community, he pointed out, has the 
resources, the brain power, the 
understanding, the sensitivity to 
human needs, the conscience and 
the organizational machinery, plus 
a growing realization of what is 
happening today in national affairs 
—and of where these developments 
—if not checked—could lead the 
nation. Only one more ingredient 
needs to be added: determined ef- 
fort. 

Following is a condensed version 
of Mr. Booth’s talk: 


Simply stated, the challenge of 


our times is: Can we preserve and 
strengthen the traditional and pro- 
per relationship between the in- 
dividual citizen and the govern- 
ment, as a condition of sound 
economic growth, a strong nation, 
and an increasingly higher level 
of living? 

Or, to put it another way—in 
still plainer language: Can we, the 
American people, maintain our 
American way of life, in the light 
of today’s trends—and in the face 
of the forces which are working to 
solidify these trends? 

I myself am optimistic that we 
can. 

But the challenge is a formidable 
one—and the job of meeting it will 
not be easy. 


It will require a growing sense 
of responsibility and accountability 
on the part of the business men of 
this country—a growing sense of 
conscience which must remain 
rather suspicious of government 
which tries to reach out and do 
more than it should do. 





Sensitive To Human Problems 


At the same time, the business 
men of this country must be very 
sensitive to human problems—and 
very prompt in taking appropriate 
action to solve them. 

To meet today’s challenge will 
require the utmost best use of our 


| 


resources, our brains, our common 
sense, our patriotism, our deter- 
mination—and our understanding 
of the needs and aspirations of the 
people—and of how best those 
aspirations can be filled, and those 
needs met, for the long-range good 
of the country and for the greater 
good of all. 


Voluntary Effort Needed 


It will require voluntary organ- 
ized effort, because voluntary or- 
ganized effort is the only answer; 
it will call for the business men of 
America to work together harder 
and more effectively than they 
have ever worked before. 

The meaning of today’s basic 
challenge can perhaps be more 
fully comprehended, if we break 
it down into its logical elements. 

When we do this, we see at least 
five distinct tasks before us—each 
one of which could in itself be 
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termed a challenge. 


And, because every challenge is 
always an opportunity, we are not 
only confronted by five awesome 
challenges—but we are also pre. 
sented with five tremendous op- 


portunities. 


Let us look at these challenges 
these opportunities—one at a time 
The first task before us, as see 
it—the underlying task—the al}. 
encompassing task—is to maintaip 


our freedom. 


The danger, of course, is no 
that we will lose our freedom over. 
night; the danger is that we wij 
lose our freedom gradually—tha 
we will let it slip away from us, 


Can Lose By Degrees 


It has been said that freedom js 
not divisible—and this, we know. 
is true—but nonetheless, freedom 


(CONTINUED ON PAGE 40) 





General view of the dedication ceremony and the facade of the NALU headquarters building. 





FROM THE LEADING GENERAL AGENTS 


AND MANAGERS OF 





WIN C. WELDON 


Manager 


PHOENIX MUTUAL LIFE 


INSURANCE CO. 


MIAMI, FLORIDA 


GREETINGS TO THE N.A.LU. on its 
7\st ANNUAL CONVENTION 


Specializing in Surplus Business 
Phone: FRanklin 7-4644 
Suite 1005 
The First National Bank Bldg. 











JAMES G. RANNI, JR. 
General Agent 
THE MANHATTAN LIFE 
INSURANCE CO. OF NEW YORK 
Phone: FRanklin 9-0616 
990 S.W. First Street 
Building 


ALFRED J. LEWALLEN, C.L.U. 
General Agent 
THE MUTUAL BENEFIT 
LIFE INSURANCE CO. 
Newark, New Jersey 
Phone: FRanklin 3-7395 
880 S.W. First Street 








MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 


ROBERT J. BUCK, General Agent 


Benjamin Gindy, Brokerage Manager 


1001 S.W. First Street FRanklin 9-0631 
Brokerage and Surplus Business Invited 


GEORGE N. CHARUHAS 


General Agent 
FIDELITY MUTUAL LIFE 
INSURANCE CO. 


Phone: FRanklin 4-5133 
601 South Miami Avenue 

















RALPH L. STEVENS 
504 First National Bank Building 


Phone: FR 1-1588 


30 years experience 


Multi-million ordinary production 
specializing in service for other agents 
and brokers on advance type cases and 
financed life plans. Representing over 
fifteen large companies licensed in New 


York and other states as well as Florida. 


“Contact me for your cases in Florida” 
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Something to be ip 


"The man who wears the key of the Chartered 
Life Underwriter has equipped himself to serve 
his clients with professional competence. He 
is a much more valuable man to his company 
— to his profession — and to his clients. 


e e 
"s SS . 
e eas a e 
Represents The 


Jefferson Standard 
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Jefferson Standard encourages and supports 
the C.L.U. movement. For many years the 
Company has shared liberally with its agents 
the cost of participating in the C.L.U. program. 
Needless to say, we are proud of the “key” 
men in our organization! 


Jefterson \tandard 


LIFE INSURANCE COMPANY liome Office: Greensboro, N.C. 
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Manager Should Become 
Innovator, Risk-Taker 


(CONTINUED FROM PAGE 4) 
ever alert to the “working climate” 
in his district. He is well aware 
that he largely creates the good 
morale or the poor morale, the 
good attitude or the poor attitude. 
He doesn’t have be told that 
acid can ruin the finest fabric. 

4. He knows how and when to 
be hard, and how and when to be 
soft. He has observed that in mod- 


to 


ern management there is no place 


for the weak, frustrated wishy- 
washy Milquetoast. Neither is 


a place for the arrogant, egotistical 
martinet. 
Part Art, Part Science 

5. He has heard management 
described as an art, and he has 
heard it described as a science. He 
knows it is neither, or rather that 





KENTUCKY 
OKLAHOMA 
TEXAS 
ARKANSAS 
INDIANA 


A LEADER 
in the 


SOUTH & SOUTHWEST 


Writing Both Ordinary and Weekly Premium 


Life and Health and Accident Contracts 


in the STATES of: 


JOHN T. ACREE, JR., PRESIDENT 


GEORGIA 
TENNESSEE 
ALABAMA 
MISSISSIPPI 
LOUISIANA 





LINCOLN 





LIFE INSURANCE COMPANY 





HOME OFFICE: LOUISVILLE 1, KENTUCKY 


INCOME 
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it has certain aspects of both. Prob- 
ably one-third of his time is de- 
voted to the business as such, so 
he must be effective in the life 
insurance business not only from 
the administrative end but also 
from the sales end. 

Probably two-thirds of his time 
and efforts is devoted to the han- 
dling of people, and he must be an 
even greater student of human na- 
ture than of the life insurance bus- 
iness. He must have the freedom 
to venture, and the right to take a 
calculated risk to prevent stagna- 
tion of ideas and actions. He must 
have freedom to fail on occasion. 
He marks well the old adage that 
hardening of the viewpoint is more 
dangerous than hardening of the 
arteries. He knows the open-door 
policy is hopeless without an open 
mind, 


No Sudden Thing 


A desirable philosophy of man- 
ageria! leadership does not arrive 
in full bloom some morning at 9 
o'clock. Rather, it is an accumula- 
tion of experiences, largely with 
other people. It is dotted with small 
successes and small failures. It 
evolves and matures, but it must 
be constantly revised in the light 
of changing conditions. 

Every man in this room knows 
that, roughly speaking, the men 
who fail in our business usually do 
so for three reasons: (1) poor sel- 


ection; (2) inadequate training, 
and (3) insufficient or unintelli- 


gent supervision. And when a con- 
tract terminates, I know all of you 
attempt to determine in which area 
you failed, and you strive hard ne- 
ver to make the same mis- 
take again. 


Sound Judgment Needed 


Superimposed on all managerial 
activities is the need for exercising 
sound judgment. I recall going in- 
to a district and finding our newly 
appointed manager greatly con- 
cerned over the sudden drop in 
sales of his best producer, a man 
who made the President's Club 
every year. This manager explain- 
ed that he had talked with Jim 
several times and had finally given 
him a two-week training assign- 
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ment. He further explained that 
the assignment was not Successfy] 
and Jim had not cooperated very 
well with the assistant anager 
I knew Jim quite well, so with 
the manager’s consent I invited 
Jim to lunch. During our conyer. 
sation, Jim finally broke down anq 
told me the reason for his slump in 
sales. His brother-in-law, like “the 
man who came to dinner,” had 
come to visit for a weekend and 
was still there six weeks later. 


Wouldn’t Mow Lawn 


Said Jim, “I realize how silly 
this must sound to you, but not 
only is my brother-in-law eating 
my food—that I don’t mind—byt 
he also sits in my chair, helps him. 
self to my cigars, is a steady cys. 
tomer at my bar and won't even 
mow the lawn.” 

During our discussion, Jim ar. 
rived at a decision that he feared 
his wife might not like. About q 
week later, back at my office, I te. 
ceived a cryptic note reading, “[ 
kicked the so-and-so out. See you 
at the President’s Club.” And he 
did. No, he didn’t need a training 
assignment, and he resented get. 
ting one. 


Few Qualify 
Good agents are hard to find but 


there is a much greater shortage 
in management talent. There is an 





Manufacturers Life Dinner 
Manufacturers Life’s dinner on 
Thursday evening will have as 
hosts T. H. Neville, agency vice- 
president, and H. G. Westcott, as- 
sistant agency superintendent. 





From National Life Of Vt. 
Kirtland J. Keve, director of 
agency development for National 
Life of Vermont, will be host at 
the company’s dinner at the con- 
vention Thursday night. 


Pacific Fidelity Is Host 

-acific Fidelity Life will give a 
dinner at the convention Thursday 
evening. Wayne J. Herring, vice- 
president in charge of sales, will 
be the host. 





THESE SAN FRANCISCO GENERAL AGENTS AND MANAGERS 


EXTEND BEST WISHES 


TO THE 


71st ANNUAL 
N.A.L.U. MEETING 





A. D. HEMPHILL, C.L.U. 


Agency Manager 


THE EQUITABLE LIFE 
ASSURANCE SOCIETY 


EXbrook 7-0800 
120 Montgomery St. 


San Francisco 4 


J. DENNY NELSON 


AETNA LIFE INSURANCE CO. 


220 Montgomery St. — San Francisco 4 


General Agent 


“Brokerage Service” 


Telephone YUkon 2-4040 














Suite 614 


Life, 





UNION MUTUAL LIFE INSURANCE COMPANY 


PAUL R. HOFFHOUS, BRANCH MANAGER 
JAMES C. RYAN, GROUP MANAGER 


114 Sansome Street San Francisco 4, Calif. 
YU 2-9170 


Group, Non-Cancellable Sickness & Accident 





433 California St. 





B. W. WALKER 


Inspector of Agencies 


NEW YORK LIFE 
INSURANCE COMPANY 


DOuglas 2-6820 


San Francisco 








DAVID S. KAMP AND ASSOCIATES 


HARRY W. DAY, Asst. Gen. Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


333 Pine Street 


General Agents 


Brokerage Service 


EXbrook 2-0888 
San Francisco 4 
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over-supply of men who want the 
‘ob and an under-supply of men 
who really qualify. Out of 1,000 
college graduates, ONE top execu- 
tive will emerge, and out of the 
1,000, only 100, or one in 10, will 
make the grade of management at 
the administrative level. 

Sociologists say that in the past 
50 years the image of management 
has gone through a transition from 
the “inner-directed” to the “other- 
directed” personality type. Horatio 
Alger’s heroes were inner-directed. 
Social mobility was available to 
the individual who overcame all 
the barriers on his own and mar- 
ried the banker’s daughter. 


‘Frontiers Closed’ 


The present image of manage- 
ment, the other-directed variety, 
was brought about, the sociolo- 
gists say, by a universal feeling 
that the frontiers of opportunity 
had closed with the halt of western 
expansion and the advent of the 
industrial revolution in America. 
The dependency of workers upon 
management became greatly re- 
duced and weakened by mobility, 
unionization, labor laws and social 
security. 

The power of management over 
many decisions it once called pre- 
rogatives was destroyed. A bureau- 
eracy and hierarchy developed in 
business as in government. The 
right school, the right club, the 
right friends, the right suburb be- 
came the order of the day for pro- 
motion and advancement. . . The 
rugged individual who built this 
country is relegated to the past, to 
be replaced by the Organization 
Man who seeks approval for every 
act and whose decisions are made 
by committees. 


Must Be Entrepreneur 


But again I say, the successful 
life insurance manager still is, and 
must continue to be, an entrepre- 
neur, He is restlessly ambitious and 
knows ambition is a painful thing. 
His. ambitions are parallel to his 
talent. He has a definite philosophy 
of leadership. He has breadth of 
character, courage, integrity and 
creative imagination. He never 
compromises his ability to manage. 

The image of his leadership ac- 
complishments is mirrored in the 
flow of applications from the field 
to the home office, the very life- 





From State Life 


Attending the convention from 
State Life of Indianapolis will be 
Dihl H. Lucas, vice-president and 
director of agencies. 


Northwestern National Dinner 


Host at the Thursday evening 
dinner and reception of North- 
Western National at the Hotel 
Hay-Adams will be E. P. Balke- 
ma, 2nd vice-president and man- 
ager of agencies. 


Richard N. Lewis, senior vice- 
President of Great National Life 
of Dallas, is representing the home 
office at the convention. 
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blood of the company, and the flow 
of substandard commissions back 
to the sales force, the life-blood of 
the agency. 


Position Of Trust 


The manager's position is a pos- 
ition of trust and, being in a pos- 
ition of trust that is growing in its 
complexity, in order to attain vo- 
cational satisfaction the manager 
must dedicate himself in a most 
unselfish manner to continuous 
rogress in developing his know- 


ledge and skills both in the area 
of life insurance and the field of 
management. His own personal 
success, the success of the men and 
women who are guided by his lea- 
dership, and the success of the com- 
pany are in direct proportion to the 
effectiveness of his managerial ta- 
lents. 

The end results are a total of 
his skill in developing and main- 
taining a sales program, his ability 
to recruit and select district per- 
sonnel, his capacity to train and 


15 


develop district personnel, his dex- 
terity in motivating district per- 
sonnel, his adroitness in adminis- 
tering office detail and his pro- 
ficiency in developing and main- 
taining good public relations. 

In conclusion: Creeping infla- 


tion is an insidious thing, but 
creeping complacency in manage- 
ment is even more dangerous. 


When I say management, I mean 
every one of us who has respon- 
sibilities that affect the lives and 
welfare of others. 





futures. 


“Retirement Age.” 


A 





Good life insurance agents are in 
this business because they like the 
independence it affords them. 


These are the people who believe in 
themselves strongly enough to “go 
into business for themselves” and 
make their own decisions on how to 
best plan their own financial 


Any good planner looks forward 
to the time when he can feel fi- 
nancially secure. For most men 
this doesn’t come until after re- 
tirement. However, the Kansas 
City Life Key Man doesn’t have 
to wait for retirement. 


Through our Persistency Re- 
newel Commission Plan the 
Kansas City Life Key Man 
has the opportunity to enjoy 
“Retirement Pay” before 


INSURANCE 


HOME OFFICE / BROADWAY AT ARMOUR / KANSAS CITY, MISSOURI 
REPRESENTED IN 41 STATES AND THE DISTRICT OF COLUMBIA 


AT KANSAS CITY LIFE 
THE AGENT IS 
KEY MAN 






















SAS CUO LIFE 


COMPANY 
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NALU, Institute To Honor 
Local Units For Public Service 


(CONTINUED FROM PAGE 9) 
with over 400 members for its 
special training film produced for 
the Heart of America United Cam- 
paign. Wichita, in the category of 
101-400 members, also won for a 
United Fund activity—the de- 
velopment of a successful payroll 
deduction plan for small business 


contributors. Framingham’s high 
school merit scholar recognition 


program was judged outstanding 
among associations with 50-100 
members, and South Brevard 
achieved its first prize in the un- 
der-50 member associations for its 
all-around leadership of a New 
March of Dimes campaign. 

As in the previous three public 
service program competitions, Mr. 
Dublin will present a bronze pub- 
lic service plaque to each of the 


four winners. In further recogni- 
tion of their efforts, the associa- 


tions will be honored at banquets 
in their home communities later 
this fall. 
Continuing the 
last year, three former plaque- 
winning associations will receive 
silver awards for sustained effort 
in a continuing or new project. 
These are San Diego, for a unique 


policy adopted 


geriatrics program; Dallas (a 
three-time winner), for an exten- 


sive anti-inflation campaign, and 
Oklahoma City (a three-time win- 
ner), for its constantly improving 
and expanding work. 

Certificates of merit for out- 
standing achievement will also be 
presented to representatives of the 
following associations: Rochester, 
N. Y.; Bridgeport, Conn. ; Topeka ; 
Grand Island, Neb.; Schenectady, 
N. Y.;: Southwest Florida; Land 
O'Lakes, Wis., Mineral Area, Mo., 
and Camden, Ark. 
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Stewart Tells Plans 
If Elected Seeretary 


Trustee Jack A. Stewart of 
Cleveland, agent of Phoenix Mu- 
tual and a candidate for secretary 
of NALU, issued the following 
statement of his personal views on 
what he would do if elected. 

In view of the fact that NALU 
policy is established by its board of 
trustees, it would be presumptuous 
for me, as a candidate for secre- 
tary, to announce what might be 
labeled a platform. However, sev- 
eral associations have invited me 
to speak at their caucuses, some 
with conflicting time schedules, 
and some individual council mem- 
bers have requested a statement of 
my personal views on certain prob- 
lems faced by NALU. 

If elected secretary, it will be 
my purpose to urge the board of 
trustees to adopt and implement 
the following policies: 
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1. Greater assistance and better 
communications with each local 
association. The most important 
part of NALU to the “street agent” 
is the information and inspiration 
it furnishes him at the local level, 
The activity and program of the 
local association determines his 
appraisal of the value of NALU 
We should assume the responsibjj. 
ity for helping agents in this map. 
ner. 

Carries Much Of Load 

2. There are many forces at 
work, some of them by design, 
which are attempting to undermine 
the confidence of the public in per. 
manent life insurance. The agent 
is called upon to carry much of the 
load in maintaining a_ favorable 
public attitude tow ard our industry, 


In my opinion, NALU should take 
(CONTINUED ON PAGE 36) 
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one of the 








nd gne of the 


usiest 


Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Coutiall he 


ASSURANCE COMPANY, 


DES MOINES 6, 1OWA 


Progressive and competitive, yes ... but not 


at the expense of financial security 


ASSETS | $175 Million 
surPLus | $1442 Million 
INSURANCE | $620 Million 
IN FORCE 


Lafayette Life... 


instead, just look at the benefits you get: 


I op commissions ... lifetime renewals... full vesting of 
.no collection penalties (death, retirement, or termination) 


renewals... 


..and a generous pension plan. Lafayette keeps you happy with 
this sound, fair, easy-to-understand contract; with active, 
friendly support through modern sales tools, progressive 
merchandising methods, interim financing, and a liberal, 
realistic compensation plan. Get the benefits of a 
no-fine-print contract. Join Lafayette now. Write in 
confidence to W. J. “Bill” Mattingly, Director of agencies... . 


Lafayette 


LIFE INSURANCE COMPANY 
M. V. Goken, President 


LAFAYETTE, INDIANA 











Inquiries invited from Indiana, Ohio, Illinois, Michigan, Iowa, Nebraska, 
Missouri, Pennsylvania, Wisconsin; Kentucky, Virginia, Texas, Arizona, 
New Mexico, Tennessee, Colorado, Wyoming, New Jersey, Florida, West 
Virginia, Maryland, District of Columbia, Minnesota and adjacent states. 
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M. LAKIN HUNTER, C.L.U. 


General Agent 


hen. Hancock, 


- 7 “I 
MUTUAL/ LIFE INSURANCE COMPANY 


655 Broadway Bldg. 
Denver, Colorado 


KE 4.7244 


H. PRESTON SMITH 
General Agent 
THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


$18 17th Street KE 4-8178 
Denver, Colorado 


NELSON C. KRUM, C.L.U. 


Manager 


CONNECTICUT GENERAL LIFE 


INSURANCE COMPANY 
1008 Patterson Bldg. MA 3-6243 
Denver, Colorado 








J. R. “DICK’’ BARNES, C.L.U. 
and 
J. TOM McCUSKER 


General Managers 
NEW YORK 


LIFE INSURANCE COMPANY 
1700 Broadway 210 Guaranty Bank Bldg. 
AM 6-1961 TA 5-6281 


JOHN S. STOBBELAAR 


General Agent 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


818 17th St., Suite 1111 AC 2-1777 


Denver, Colorado 


ROBERT H. PERKINS 


Branch Manager 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
508 Railway Exchange’ Bldg. AL 5-0421 
Denver, Colorado 








DEVITT-WRIGHT AGENCY 
FRANK H. DEVITT 


ROY R. WRIGHT, C.L.U. 
THE CAPITOL LIFE 
INSURANCE COMPANY 


(Established 1905) 
610 Guaranty Bank Bld. 
Denver, Colorado 


AM 6-0281 


De WITT JONES, Jr. 
General Agent and Associates 

THE CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


105 Fillmore St., Room 210 DU 8.4031 
Denver, Colorado 


D. J. “‘DON’’ DRAXLER 
General Agent 
BANKERS LIFE OF NEBRASKA 


275 Josephine St. DU 8-241] 


Denver, Colorado 








JOHN R. HARTLEY, C.L.U. 


General Agent 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


1827 Grant St. TA 5.4258 


Denver, Colorado 


DONALD O. CRAMER 
Manager 
DONALD O. CRAMER AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


250 Josephine St. FL 5-4431 
Denver, Colorado 


LEE VRANEK 


Branch Manager 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 
444 1st National Bank Bldg. KE 4-0841 


Denver, Colorado 








SECURITY LIFE & ACCIDENT 
INSURANCE COMPANY 
GENE D. IKENBERRY 
AND 


JAMES S. POBRISLO 


General Managers 








526 Security Life Bldg. 1825 Emerson St. 
E 4-7647 5-2115 








GEORGE CORCORAN 


State Manager 


George Peacock, Dist. Mgr. 
Melvin S. Weiner, Dist. Mgr. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 
655 Broadway—Suite 615 AL 5.4833 








J. T. ALLEN, Jr., C.L.U. 
General Agent 
KANSAS CITY LIFE 
INSURANCE COMPANY 


1036 Gas & Electric Bldg. MA 3-2291 
Denver, Colorado 
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‘PERSONAL RESPONSIBILITY’ 
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North Sets Keynote Of 


His Term As 


William E. North, the man who 
will head NALU during the com- 
ing year, has set the keynote of his 
term of office—personal responsi- 
bility—a continuation of the theme 
he has emphasized in his articles, 


NALU Head 


appearing in life insurance publi- 
cations and in speeches throughout 
the country. In them he has con- 
sistently stressed the need for 
measures and programs which can 
satisfy the individual’s desire for 


economic security without  sacri- 
ficing the principles of personal 
freedom and self-reliance. 

Mr. North, who is manager of 
New York Life’s northern Illinois 
office at Evanston, IIl., can trace 
his organizational experience back 
to the middle 1920s, when he 
helped start a memorial union 
fund-raising campaign for Oregon 
State College, his alma mater. Up- 
on completion of this assignment, 
he became successively, manager 
of the Baker, Ore., and Corvallis, 


“More than a 
LGM) ari 
good intentions!” 


Fidelity Bankers Life Insurance Corporation 


“‘Cash values and wishful think- 
ing do not make a successful 
agency. It takes full time pro- 
fessional management to build 
an agency that has the stuff to 
make it over the long haul. 
Management that Is geared to 
handle today’s growing com- 
petition and changing markets. 
Management backed by a 
strong, aggressive company 
willing to explore and create 
new marketing ideas. Fidelity 
Bankers gave me the manage- 
ment training, the backing and 
the time it takes to build a 
successful agency.” 

These are the words of Ira 
E. Mogul, CLU General Manager 
of Fidelity Bankers Life’s 
Florida agency. Mogul trans- 
ferred from Boston to Miami 
where in just the second year 
his operation produced four 
million dollars. More than a 
rate book and promises can be 
available to you! 


Write: 

Richard H. Guilford 
Vice-President 

5001 West Broad Street 
Richmond, Virginia 


2nd Day 


Ore., chambers of commerce, He 
served as director and president of 
Oregon State Assn. of Commercial 
Secretaries. 


Business Organizations 


From his work with the loca] 
chambers, Mr. North gained ay 
exceptional insight into the ecop. 
omic and social problems of a com. 
munity and an appreciation of the 
need for and capacity of organiza. 
tions of business men to solve those 
problems. 

It was also in chamber of cop, 
merce work that Mr. North firy 
had occasion to work with legisla. 
tive and administrative agencig 
of the government. Since that time 
he has repeatedly organized or ¢o. 
operated in programs concerned 
with legislative or administratiye 
actions at local, state, and nationg| 
levels. In addition, his organiza. 
tional capacity has manifested jt. 
self in his day-to-day dealings with 
the problems of managing  }js 
business. Over the y ears, he has 
consistently brought _ thos 
branches of New York Life with 
which he has been associated jy 
Montana and Illinois to record 
levels of production. 


Effective Leadership 


Mr. North has, during his ¥ 
years in the insurance business, 
demonstrated his capacity for ¢. 
fective leadership. That this capa. 
city has been recognized in the 
industry is reflected by some oi 
the responsibilities placed upo 
him. He has been a director an/ 
vice-president of Portland, (Ore. 
Life Underwriters Assn.; director 
of the Chicago association; pres- 
dent of Chicago Life Manager 
Assn. and president of IIlinois Lite 
Underwriters Assn. 

His assuming the post of pres: 
dent of NALU climaxes a distin, 
guished record of activity, leader, 
ship, and achievement in that ot 
ganization. This record whic 
commenced the same month he 
entered into the life insurance 
business has included terms a 
chairman of national committee 
on health insurance, membership 
public relations and convention: 
In addition, he has served as ne 
tional trustee, secretary, and vice 
president. 


Sees Need For Agent Education 


NALU’s new president sees ‘ 
compelling need for career agents 
to enroll in and follow through 0! 
organized — self-improvement! 
courses, so that they may bette! 
help the public understand th 
economic services of life insurantt 
which can contribute so much t 
their financial security and peat 
of mind. 

Mr. North, himself, has long beet 
active in the promotion of lit 
insurance education, and has dont 
such work at the college, industt 
and public levels. 

He has encouraged the develop: 
ment of courses in insurance alt 
related activities in several univer 
sities and colleges in the midwe 


with the objective of inform 
(CONTINUED ON PAGE 42) 
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The past year he undertook the job of NALU 
president. It was a crucial year in many respects. 
Far-reaching decisions confronted the Associa- 
tion. But quietly and efficiently, Bill Hendley 
has guided the NALU to new national stature. 


His credo: “Just as every citizen has responsibil- 





William S. Hendley, Jr., Retiring President of NALU 


“WHATEVER HE UNDERTAKES, HE DOES WELL” 


This is what S. L. Latimer, Jr., editor and pub- 
lisher of South Carolina’s largest newspaper, 
The Columbia State, says about Bill Hendley. 
And anybody who knows Bill Hendley even 
slightly will agree that this is so. 


ities as a stockholder in government, every under- 
writer should be a participating member of the 
organization that is improving his professional 
status.”” His long service to civic endeavors and 
NALU proves he lives by what he believes. 


We at Mutual Of New York join NALU men- 
bers everywhere in saluting Bill Hendley. Many, 
many thanks, Bill, for a big job well done. And 
thanks too for the splendid job you’re doing as 
one of MONY’s outstanding and conscientious 
life underwriters. 


Moura 6- Ni Ew Yorx 


The Mutual Life Insurance Company Of New York, New York, N. Y. 
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Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension and 
Profit-Sharing Plans 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER ASSOCIATES 
General Agents 
CONTINENTAL ASSURANCE COMPANY 
Illinois Leading Life Insurance Company 
39 South LaSalle Street 


Chicago 3, Illinois CEntral 6-1295 











FREEMAN J. WOOD 


General Agent 
LINCOLN NATIONAL LIFE INS. CO. 
208 S. LaSalle St. Tel. CEntral 6-1393 


An Agency Well Equipped To 
Handle Brokerage Business 








THE HUNKEN 
AGENCY 


THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 
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CHICAGO'S LEADING 


EXTEND assist GREETINGS TO bb. 














, THE SWANSON AGENCY 
: General Agents 
-y4 NEW ENGLAND MUTUAL 
. | LIFE INSURANCE CO. 


2080 Board of Trade Bldg. 
HArrison 7-8090 


For Service—Information—Field Assistance 


THE EARL C. JORDAN AGENCY 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
Suite 1616 One N. LaSalle Bldg. RA 6-0060 
John R. Breese, Stephen W. Edwards, 


Assistant General Agents 
Earl W. Hatch, Brokerage & Pension Planning Mgr. 


FRANK G. LOTITO 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


105 S. LaSalle St. 
CEntral 6-5631 


Suite 710 








ROBERT C. FAGAN, PRES. 


Crown Associates, Inc. 
General Agents 
CROWN LIFE OF CANADA 
208 S. LaSalle St. FInancial 6-7318 
Best Canadian rates and Commissions 


CHARLES T. ROTHERMEL, JR., C.L.U. 


General Agent 


Murvatfiree insvaance comrany 


135 S. LaSalle St. 
CEntral 6-6400 


Chicago 


HAROLD V. HAYWARD 
Agency Manager 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
79 W. Menroe St. FRanklin 2-7834 











BUD JOHNSON 
General Agent 
NATIONAL LIFE OF VERMONT 


126 S. LaSalle Street CEntral 6-2500 


NORTH AMERICAN LIFE ASSURANCE 
OF TORONTO, CANADA 


ROBERT S. BOWLES, C.L.U., MANAGER 
2004 Board of Trade Bldg. WaAbash 2-0737 





CHARLES E. BUTLER 
General Agent 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


Tel. HArrison 7-3255 
1440 Board of Trade Bldg. Chicago 











Estate Planning and Business 
Insurance Service to Brokers 
We specialize in the “hard to handle” cases 


_ HERBERT GEIST, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
175 W. Jackson Blvd. HArrison 7-1266 


RAPPAPORT AGENCY 


General Agents 


PACIFIC MUTUAL LIFE 
Earle S. Rappaport, C.L.U. 
Eugene Rappaport, C.L.U. 
141 W. Jackson Blvd. HArrison 7-7244 
Chicago 


STEIN & HENDERSON 


General Agents 
A. D. Stein 
Arwood Henderson 


AETNA LIFE INSURANCE COMPANY 
120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 














YVOUNGBERG-CARLION co. 
eneral Agents 
CONTINENTAL ASSURANCE CO. 
All Form Ordinary, Group and Pension Plans 
Non-Cancellable Accident and Health 
Guaranteed Renewable Major Medical 
SAM LELAND, MGR. 
223 W. Jackson Blvd. Chicago 6 WEbster 9-7000 
“Brokerage & Surplus Business Solicited” 











JOHN O. WILSON 
General Agent 


THE MUTUAL BENEFIT 
_ LIFE INSURANCE COMPANY 


One North LaSalle St. RAndolph 6-3444 








ARTHUR W. RUFF 


General Agent 


OCCIDENTAL LIFE INSURANCE CO. 
of California 
Complete Brokerage Facilities for 
Life—Accident & Sickness 
400 W. 144th St. Chicago 27 





330 S. W 


13 W. J 








Viking 1-0485 
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dnd Day 


LIFE OFFICES 


NATIONAL LIFE CONVENTION 
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GEORGE C. BEHRNS 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Oldest New England Mutual 
Life Agency in Chicago 


105 W. Adams St. CEntral 6.1300 


WALTER C. LECK AGENCY 


STATE MUTUAL LIFE ASSURANCE CO. 
OF AMERICA 
Walter C. Leck 
309 W. Jackson Blvd. 
HArrison 7-4110 


General Agent 
Chicago 6, Il. 
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BEAN AND JONES, INC. 


General Agent 
39 South LaSalle Street 
Telephone RAndolph 6-9336 
Chicago, Ill. 








PHOENIX MUTUAL LIFE INSURANCE CO. 
LA SALLE AGENCY 


Robert K. Schott, C.L.U., Mgr. 
John W. Howard, Brokerage Supv. 


Telephone RAndolph 6-1194 


Suite 745 222 W. Adams 


Chicago 6, Illinois 








CHICAGO BRANCH OFFICE 


CONTINENTAL ASSURANCE CO. 


J. GORDON MICHAELS, MGR. 


175 W. Jackson Blvd. WAbash 2-3410 
Chicago 








MASSACHUSETTS INDEMNITY 
AND LIFE INSURANCE COMPANY 


John T. McDonough Agency 
One N. LaSalle FRanklin 2-7822 
Brokerage & Surplus Business Invited 











One Stop Service for your Surplus and 
Substandard Business 
If we can’t issue it—we tell you who will 


JOHN W. LAWRENCE, C.L.U. 
General Agent 
MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
135 S. LaSalle St. ANdover 3-1820 


JOHN H. JAMISON 
and ASSOCIATES 


General Agency 
NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


208 So. LaSalle St. Suite 2010 
STate 2-0633 


J. JEROME MILLER AGENCY 


General Agency 
SECURITY BENEFIT LIFE INS. CO. 
208 S. LaSalle St. Suite 776 
ANdover 3-6876 








FREDERICK |. SMITH 


General Agent 
“Brekerage Exclusively” 


THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 
One N. LaSalle Street RAndolph 6-0540 


R. M. MAC CALLUM 


and ASSOCIATES 
WASHINGTON NATIONAL 
INSURANCE COMPANY 
R. M. Mac Callum C.L.U., General Agent 
Martin R. Haveisen, Group Superviser 
Main Floor City National Bank Bldg. 
208 S. LaSalle St. FI 6-0788 


FRANKLIN LIFE 
Chicago Division 
Profitable Agency 
Oppertunities Available 
CHICAGO SERVICE OFFICE 
120 S. LaSalle St. FRanklin 2.0823 











DON R. JENSEN & CO. 


? The Agents’ Agency 
AMERICAN UNITED LIFE 
INSURANCE COMPANY 
330 S, Wells St. ” WE 9.5240 


GEORGE H. GRUENDEL, C.L.U. 
General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


CHICAGO 209 So. LaSalle RAndolph 6-6514 
SKOKIE 64 Old Orchard OR chard 4-1805 


O. EMBRY MOATS AGENCY 
MUTUAL OF NEW YORK 


O. Embry Moats, C.L.U., Mgr. 
Howard B. Fischer, Brokerage Supv. 
Telephone CEntral 6-7400 


38 S. Dearborn St. 
Chicago 


Suite 605 








MOORE, CASE, LYMAN & 
HUBBARD 


General Agents 


Vancock 
wrTvarseiea insvaance’ CcomPany 
Timothy J. Sullivan 


135 W. Jackson Blvd. WAbash 2-0400 








— 








, 





OCCIDENTAL LIFE INSURANCE 
COMPANY OF CALIFORNIA 
135 $. LaSalle Se. Chicege 3 


ANdever 3-1883 








ALEXANDER & COMPANY 


Wade Fetzer, Jr., C.L.U. John H. Sherman 
Harry G. Walter, C.L.U. 
General Agents of 
THE PENN MUTUAL 
LIFE INSURANCE COMPANY 


135 South LaSalle St. FRanklin 2-7300 
Chicago 
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Myrick Looks Ahead 33 
Years In CLU'’s Future 


Shakespeare tells us that “what 


is past Is prologue.” It is in this 


vein that I would like to share 
briefly my thoughts with you mem- 
bers of the 33rd graduating class 


of the American College of Life 
Underwriters. 
The Prologue: The chartered life 


underwriter program was begun in 
1927 with the incorporation of the 


American College. At the same 
da 
time, the National Assn. of Life 


Underwriters honored me by mak- 
ing me president of the association 
at the Memphis meeting. In 1928, 
the first annual conferment exer- 


SEPTEMBER 15, 1960 


cises of the college were held as 
part of the NALU annual meeting 
in Detroit, over which I presided. 
Twenty-one CLU diplomas were 
awarded at that conferment. 
Perhaps you will be interested to 
know that my long-time and dear 
friend, Paul F. Clark, succeeded 
me as president of NALU in De- 
troit. Yesterday, as if history were 
repeating itself, Paul Clark suc- 
ceeded me as chairman of the board 


of trustees of the American College. 


a position in which | have served 








Gentlemen 


Mr. General Agent 
are you among the... 


The stimulant you’ve been looking for .. . 


Top Commissions - Plus! 
Par and Non-Par - Plus! 
Franchise - Plus! 


Health & Accident - Plus! 


5th DIVIDEND OPTION AVAILABLE ON ALL PAR PLANS! 
This gives you an honest competitive edge over anyone! 


Sub-standard to 1500% 
Will write up to $1,000,000 on any one life. 


Sorry, Gentlemen — Pennsylvania only (for now)! 


i ee aw 
* * 
APL . 
* 
* & * wd 


AMERICAN PENN 


15TH STREET AT WALNUT 





PHONE ° 


WRITE ¢ WIRE 


Director of Agencies 
ROBERT R. FELTMAN 


LIFE 


PHILADELPHIA, PA 


Here is a challenging opportunity for ground floor growth with 
a brand new Pennsylvania Life Insurance Company! 


Hospital Plans - Plus! 
Minimum Deposit Plan - Plus! 
Group - Plus! 


INSURANCE 


of the 





COMPANY 


PENNYPACKER 55-7910 


Julian S. Myrick, Mutual of Ney 
York, New York City, who this 
week retired as 
chairman of 
American C0]. 
lege after 2 
years in that po- 
sition, was the 
conferment din. 
ner speaker 
Wednesday eve. 
ning during the 
NALU conven. 
tion, tracing the 
American Co]. 
lege’s 33 history 
and lookin 
ahead an equal span of time. His 
talk is given here. 





Julian S. Myrick 





———_. 
for 22 years. 

In the history of the college the 
trustees have been faced with many 
problems, the decisions on which 
have determined the present image 
of the College. Here are but a few: 


Honorary-Degree Problem 


Early in the college’s history a 
decision had to be made regarding 
honorary degrees and designations, 
The easiest decision would have 
been to make such awards. This 
would have helped solve some of 
the pressing financial problems of 
this infant organization. It would 
have permitted a “grandfather 
clause” approach whereby _ large 
numbers of prominent persons 
could have become CLUs imme- 
diately. But, as you know, the 
college did not take the easy route. 

Every one of the chartered life 
underwriter diplomas awarded in 
the history of the college has been 
earned through written examina- 
tion. There have been no honorary 
chartered life underwriters. My 
prophecy is that there never will be. 
I might add that from time to time 
the suggestion has been made that 
our founder, Dr. S. S. Huebner, 
should be awarded an_ honorary 
CLU. He, with more vigor than 
anyone else, has insisted that this 
not be done. 


Corporate Independence 


Early in the college’s history a 
decision had to be made regarding 
its corporate independence. Some 
felt that logically it should be a 
part of the National Assn. of Life 
Underwriters. As you know, the 
decision was that the college would 
be an independent, non-profit, ed- 
ucational institution answerable 
only to its board of trustees. The 
rightness of this decision is evi 
dent now and will become more s0 
as the years go on. 

As a national examining body, 
the college has always maintained 
high and rigid professional stand- 
ards. These standards have earned 
the respect of other professions 
and of educational leaders of our 
nation. These standards are set m 
the interest of better insurance 
service to the public. They will al- 
ways be thus determined and, con- 
sequently, CLUs will have the 
respect of the public. It might be 
added that the American College 
program was the first in America 

. (CONTINUED. ON .PAGE. 28) 
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The Equitable Life 
of Abe Harris in 


New York City 















He works as hard on juvenile policies as 
on the big ones. During the 1959 April 
campaign he closed 79 Ordinary cases for 
a total of $1,056,000! 

















Is a civic leader in suburban Hewlett, L. I. 
Auditorium of Temple Beth El is dedicated 
to him. In the depression year of 1932, he 
headed fund drive which paid off entire 
building costs. 


Pa LA 











Relaxes with daughter, son-in-law, and grand- 
children. Abe, now 68, devotes full time to his 
main hobby—selling. Catches the 6:42 to New 
York City every morning, and puts in a 
twelve-hour day. 


Abe Harris, shown on a recent Mediter- 
ranean cruise with his wife, Bea, is one of 
Equitable’s all-time greats. Has written 
over a million dollars annually for 34 
years. Last year it was $4,000,000! Abe is 
a member of the J. V. Davis Agency 
in New York City. 


Equitable’s President, 
James F. Oates, Jr., thanks 
Abe for his many services. 
Abe gives talks all over the 
country on Pension, Cor- 
porate, and Estate planning. 
He has been called “a cham- 
pion of champions.” In 1956 
he was named National 
Honor Agent, a lifetime 
award. 


A Man’s Prestige somehow goes 
hand in hand with the prestige of the 
company he represents. This is why 
Abe is proud to be a life underwriter 
for Equitable. It is a full life. And a 
rewarding one. Living Insurance 
is more than a need... it’s a 
career! 


able, 


‘ani Equita ble Life Assurance Society of the United States 


Home Office: 393 Seventh Avenue, New York 1, N.Y. ©1960 
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RAYMOND RAUCH 


General Agent 
GOVERNMENT PERSONNEL MUTUAL 
1120 Connecticut Ave., N.W. 

Suite 1060, Bender Bldg. 


RICHARD C. BOURNE, C.L.U. 


General Manager 
THE WASHINGTON AGENCY 
OF 
LIFE INSURANCE COMPANY 
OF NORTH AMERICA 
1001 Connecticut Ave., N.W. EX 3-581] 


JACK E. CROFOOT 
Branch Manager 
Percy Uhlinger, Brokerage, Mgr. 
Stanley J. Herlehey, Branch Secy. 
THE MANUFACTURERS LIFE 
INSURANCE COMPANY 
City Bldg. - 1612 “K” St, NW. - ST 3-7660 








J. HICKS BALDWIN, C.L.U. 


General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


720 Woodward Bldg. EX 3-3211 


EDWARD H. VON DECK 


Manager 
SHENANDOAH LIFE 
INSURANCE COMPANY 
544 Washington Bldg. DI 7-1232 


THOMAS F. BARRETT, JR. 


General Agent 
CONNECTICUT MUTUAL 
LIFE INSURANCE 
1413 “K” St, N.W. NA 8-3926 
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JOSEPH F. EULER AND COMPANY 
HOWARD C. FULWILER = General Agent J.D. MARSH & ASSOCIATES 
General Agent Joseph F. Euler 
LINCOLN NATIONAL LIFE AETNA LIFE Financial Planning Personal & Busines: in 
INSURANCE COMPANY INSURANCE COMPANY enpeny te Risin Fteme a 
i fs : mes 1700 “K” Street, N.W. Washington 6, D.C. Marsh Building EX 3.7343 ™ 
526 Woodward Bldg. NA 8-9785 Telephone Metropolitan 8-3730 
VERNON W. HOLLEMAN 
JAMES W. MERRITT, C.L.U. Ao. 2. Se imate JO 
Manager : HOME LIFE INSURANCE CO. 
THE NORTHWESTERN MUTUAL 2 aie iene , 
—e — “—- OF NEW YORK Ce 
ee ee EN See LIFE INSURANCE COMPANY mest ie 
723 Wash. Bldg. EX 3-4360 151] “K” St. N.W. EX 3-6650 724 14th St., NW. DI 7.0333 oe 
Cl 
RICHARD S. WALTER C. CARNEY SMITH, C.L.U. JOSEPH A. BARBEAU 
Manager General Agent Manager 
THE UNION CENTRAL LIFE MUTUAL BENEFIT LIFE nti Spohn ‘ 
ISURANCE COMPANY NS NCE COMPANY ae ee we 
INSURANCE COMPANY INSURANCE COMPANY 51 Louisiana Ave., N.W. NA 8-4506 
4435 Wisconsin Ave., N.W. EM 2-720] 100 Indiana Ave., N.W. NA 8-3740 Where You Get Tomorrow’s Protection Today 300 W 
WILLIAM J. HAGGERTY 
WM. I. BUPPERT, Il a ae ll: 
General Agent : sient aE eee OCCIDENTAL LIFE INSURANCE SU 
AMERICAN HERITAGE LIFE en ee a. COMPANY OF CALIFORNIA 
1411 K Street, N.W. RE 7.2701 Gute ‘ 417 Wyatt Bldg. DI 7-2700 724 1. 
430 Bowen Bldg. - 815 15th St. N.W. - ST 3-1885 Twe Blocks From The White House 
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Greetings to the N.A.L.U. 
Convention from Washington, D.C. 


Washington’s General Agents and 
Managers send Best Wishes to the 
Members of the National Association 





“lof Life Underwriters. 





WILLIAM R. TOOKER, C.L.U. 


General Agent 


BERKSHIRE LIFE INSURANCE 
COMPANY 


GEO. A. HATZES AGENCY 


General Agent 


FIDELITY MUTUAL LIFE INS. CO. 














006 1425 “H” Street, NW RE 7.6470 1630 Connecticut Ave., N.W. HO 2.6800 
LESLIE H. JACKSON 
. J. HENRY HOOPER & ASSOCIATES “i 
S$ CHARLES W. hsdpa C.L.U. Guava hae AND 
ia GUARDIAN LIFE INSURANCE CO PROVIDENT MUTUAL LIFE ASSOCIATES 
Ss a en ee Le INSURANCE COMPANY scene 
7343 1300 Connecticut Ave., N.W. DE 2-5300 : : : ; NATIONAL LIFE OF VERMONT 
‘ 8th Floor, Wire Bldg. NA 8-6390 
1001 15th St., N.W. NA 8.8606 
THE RUTLEDGE AGENCY WAYNE E. DORMAN, C.L.U. 
JOHNSON & ADAMS, INC. General Agent General Agent 
General Agents 
AL HTREATELL t2 ee MINNESOTA MUTUAL LIFE PENN MUTUAL LIFE 
CONTINENTAL ASSURANCE CO. INSURANCE COMPANY INSURANCE COMPANY 
1333 oe ee saiaataatite 610 DuPont Circle Bldg. NO 7.2195 1331 “G” St., N.W. ME 8-5370 
_ 








CHESTER R. JONES, C.L.U. 
AND 
ASSOCIATES 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


300 Wyatt Bldg. ST 3-181] 


RALPH T. PATON 


General Agent 
BANKERS LIFE OF NEBRASKA 
4435 Wisconsin Ave., N.W. WO 6-2974 


GEORGE P. SAMPSON 


General Agent 


MANHATTAN LIFE INSURANCE 
COMPANY 


Specializing In Surplus Business 
Sub-Standard Up To 1000% Mortality 
Sampson Bldg. 2008 Hillyer Place, N.W. 
DE 2-6504 














PAUL E. GIBSON 


Branch Manager 
SUN LIFE ASSURANCE COMPANY 
OF CANADA 


724 14th St. N.W. NA 8-4957 








THE McCORD AGENCY 


ATLANTIC LIFE INSURANCE 
COMPANY 


713 Southern Bldg. NA 8.6995 








QUENTIN C. AANENSON 
Manager 


MUTUAL OF NEW YORK 


211-214 Associations Bldg. 1145 19th St., N.W. 


DI 7-0762 
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The maestro is ready ... the instruments 
tuned ... an eager audience awaits. Now, 
when you take your place, you can play an im- 
portant part in the most epic development in the 
insurance field since the advent of group insurance. 
All you need is the score. This is why we cordially 
invite you to visit with us in our Hospitality Suite dur- 
ing your NALU Convention stay in Washington, the 
Home Office City of VALIC. We want to welcome you to a 
Washington, and we want to introduce you to the variable 
annuity and the pioneering leader in this dynamic new develop- 
ment, VARIABLE ANNUITY LIFE INSURANCE COMPANY. 
When we get together we can give you the full story of our field 
organization expansion . . . including facilities for brokerage busi- 
ness. This may enable you to offer your clients this exciting new 
retirement program about which they are inquiring. 
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February—VALIC obtained the necessary ex- 
emptions by the Securities and Exchange Com- 
mission to permit the Company to issue the 
variable annuity under joint-federal-state juris- 
diction . .. thus concluding three years of litiga- 
tion to determine the jurisdictional status of 
VALIC and the variable annuity. 


May—VALIC was granted the first effective 
prospectus for a variable annuity contract... 
the first prospectus ever issued by a life insur- 


ance company for annuity contracts. 
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1960.—A Memorable Year in the History of Life Insurance— 
The Year in Which the Variable Annuity Came of Age 


August—VALIC completed the largest new under- 
writing of life insurance stock in the history of the 
industry and received net proceeds of almost 
$11,000,000 for addition to capital and surplus... 
thus providing substantial additional resources for 
the development of this new financial concept and 
the rapid expansion of VALIC’s agency plant. 


For full information about VALIC and the availability of 
the variable annuity for sale in your state, contact: 


VARIABLE ANNUITY LIFE INSURANCE COMPANY 
1832 M Street, N. W. e Washington 6, D. C. e FEderal 8-6300 








‘ 
<0 


‘CONTINUED FROM PAGE 22) 

to set high professional standards 
on a nationally uniform basis as 
contrasted to standards varying by 
state. Thus, CLU has the same 
meaning whether east or west, 
north or south; all have passed uni- 
form examinations. 


Many Wanted ‘Package’ 


carly in the history of the college 
a decision had to be made regard- 
ing its educational program. Many 
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felt that CLU should be a “pack- 
age” of short courses aimed at 
teaching the underwriter how to 
sell. Others felt that the program 
must have a broad-based educa- 
tional approach including, in addi- 
tion to life insurance, subjects such 
as economics, sociology, finance, 
law and psychology. As you know, 
the latter opinion prevailed. Com- 
pleting the CLU program is the 
educational equivalent of at leas 
two full years in college, and the 


examinations are at college senior 
level. 

We can be thankful that our na- 
tional college of life and health in- 
surance is truly a “college” in every 
sense of the word. This is not to 
suggest that primary and interme- 
diate education and training are 
not important. We know that com- 
pany and institutional training pro- 
erams are vital and necessary to 
our industry. For example, the Life 
Underwriter Training Council has 





To NALU Members: 


nedtings and a Cordval Welcame 
to your Nation's Capital 


The dedication of your new headquarters building 
here in Washington represents the realization of a long 
cherished hope. More than a structure housing your effi- 
cient staff, the building is a monument to the legions of 
life underwriters, both past and present, who, through 
the years, have joined together for the single purpose of 
raising ever higher the standards and ethics of their 


G 


chosen profession. 


We at Acacia Mutual are proud to have your dis- 
tinguished Association as a neighbor. Our Home Office 
occupies a site amid historic surroundings directly oppo- 
site the United States Capitol. Close by are the Supreme 
Court, the Library of Congress, the National Gallery of 
Art, and many other buildings of national interest. If 
you are in the “Capitol Hill” area during your stay in 
Washington, we sincerely hope you will visit us. A cordial 


welcome awaits you. 


Best wishes for 


ACACIA 


Chartered by the Congress of the United States 





















March 3, 1869 


a most profitable meeting. 


see MUTUAL 
LIFE INSURANCE COMPANY 
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made a remarkable contribution 4, 
life insurance—and, incidentally, 4, 
the CLU program by upgrading 
and feeding prospective candidate. 
into the program. } 


Many Colleges Cooperated 


Early in the history of the cg}, 
lege a decision had to be made , 
to whether it would provide cep. 
trally controlled classes and cours. 
es, or whether it would enlist the 
support of the existing colleges an; 
universities throughout the Nation 
The latter approach was. take 
This has meant that over the year; 
hundreds of collegiate institution; 
have cooperated in the CLU pr. 
gram, have made their teaching anj 
administrative staffs available 
have administered the annual ¢. 
aminations, and through these x. 
tivities have become familiar yw 
the high standards of the college, 

At least partially as a by-produg 
of this decision has come a grey 
expansion in collegiate insurance 
education which, in turn, ha 
caused thousands of college me 
and women to become interested in 
insurance careers, and additional 
thousands to learn more about jp. 
surance in the college classroom, 


Lauds Pioneers 


Other decisions like these have 
been made over the years and have 
led to the college’s image as it i 
today. Much credit must be giver 
to early College leaders like Ei. 
ward A. Woods, E. J. Clark, Pau! 
F. Clark, and Dr. David McCahan, 
Much credit must also be given ti 
the trustees and their boards an( 
committees because they have 
served devotedly and effectively 
I should add that 22 of the 3 
trustees are chartered life under- 
writers. 

But, as you know, there must al- 
ways be a guiding genius. As En: 
erson tells us: “An institution is the 
lengthened shadow of one man.’ 
And, with our institution, that one 
man is Dr. S. S. Huebner who is 
truly “the teacher who changed a 
industry.” It was he who gave 
the original dream. It was he who 
had confidence in our willingnes 
to embrace true professional stan¢- 
ards. It was he who fought for the 
right decisions in the early days 
It was he who gave us our liter 
ture. It was he who gained ow 
place in the collegiate world. I 
was he who begged, persuaded an! 
cajoled men in the early days to 
pay the price and take CLU. I 
was he who chose outstanding et 
ucators to staff the college and fol 
low him in its leadership. For thes 
things, Dr. Huebner, we salute you 


Turns To The Future 


The future: Enough has_ bee! 
said of the past; it is but prologue. 
Let us now turn our thoughts t 
the future. 

At yesterday's trustees’ meeting 
several decisions were made whit! 
will shape the image of CLU 1 
the years ahead. You should know 
of them. 


After many years of study, tht 


bylaws of the college have pe 


amended to point up the basic pt" 
(CONTINUED ON PAGE 30) 
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(CONTINUED FROM PAGE 28) 
pose of the college, that is, “to 
serve as an institution of higher 
learning for persons engaged in the 
process of insuring human life val- 
ues.” This restatement recognizes 
that insuring human life values in- 
cludes health insurance as well as 
life insurance and annuities. 

Today, the life insurance indus- 
try provides the great bulk of 
all health insurance. In the future, 
our industry will be expected to 
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underwrite to an even greater ex- 
tent the hazards and costs of dis- 
ability. Hence, your designation of 
CLU will increasingly carry with 
it the concept of chartered “life 
value” underwriter. 


22 Presidents Are CLUs 

Over the years persons in a great 
variety of positions have taken 
CLU courses. The field underwriter 
and the field sales manager have 
predominated—and always will. 





1960 


However, many others in home of- 
fices, in insurance regulatory agen- 
cies, in teaching positions, and the 
like, have become CLUs. As a mat- 
ter of interest, you might like to 
know that there are 22 company 
presidents who are CLUs and over 
100 college professors who have 
the designation. 

I mention these things as back- 
ground to the fact that company 
officers on a policy-making level in 
all departments will be encouraged 









In the ‘‘good old days’’ 


when the best cuts of beef were 10¢ a pound 
... when there 


and $1,000 was a lot of money 


was no income tax and no inheritance tax... 


the programming of life insurance was 


unheard of ... 


business life insurance, pension trusts and 
group coverages were far in the future... 


life insurance training worthy of the name 
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But today 


was beyond a distant horizon .. . 


agents knew little about life insurance 
and the public knew even less. 


In those days life was simple, if not easy, and 


so was life insurance selling. 


MASSACHUSETTS MUTUAL Ze Insurance Company 


SPRINGFIELD, MASSACHUSETTS» ORGANIZED 165! 





insurance selling is complex. Today’s under- 
writer must have a working knowledge not 
only of elementary life insurance, but also 
of advanced underwriting in all of its facets 
if he is to render sound and complete service 
to his clients and thereby earn the full 
measure of success that his calling offers. 


He must have a yearning for learning. 


There is no better way to satisfy that 
yearning than through serious ‘application 
to the course of study leading to the coveted 
distinction, Chartered Life Underwriter. 


life is complex and life 
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to take CILU courses. An und 
standing by these persons of : 
economic and social usefulnes, 
life insurance and all the other yj 
knowledge in the CLU progr: 
inevitably will help them apprecie 
the true purpose of a life insurgy, 
company and the role of its gg 
force in serving the needs of y 
public. , 


Three-Way Program 


In the future the American ¢ 
lege will offer educational Prograp 
along three lines: First, the bys, 
CLU program which all Persons 4 
life and health insurance wil}, 
encouraged to take; second, dipl 
ma courses in a variety of speciy 
ized areas as the need is felt (; 
example, the present Manageme 
program and forthcoming py, 
grams in areas such as health » 
surance, estate planning, Pension 
etc.) ; and, third, continuing ej 
cation activities for CLUs in 4 
nature of seminars, institutes, » 
reading courses, to be given join 
ly by the college and the Americ; 
Society of CLU. 

This new plan will fill the pr 
fessional-level educational needs; 
all persons associated with life ap 
health insurance and will offer; 
you new CLUs the opportuniti 
you need and want to keep yor 
capacity to serve at its present 
high level. 


Will Be Invited 


You will be invited to help ¢ 
College and Society dedicate t) 
new CLU home next June 1. Noy 
under construction in Br 
Mawr, Pa., it is a beautiful a 
dignified building which will gi 
you great pride and will bring pre 
tige to our calling. The building: 
located on a 10-acre tract whic 
adds to its beauty and gives a pe 
manent campus to our college a 
society. 

Sefore the close of 1960 an a 
nouncement will be made of th 
complete success of a_ project t 
raise a $1 million permanent ¢ 
dowment for the American Colleg 
Already 126 life and health insw 
ance companies have pledged $4) 
775 to the endowment. This fun 
the earnings from which will } 
used to support the expanded « 
tivities of the college, will offer! 
nancial stability to the college 
future. It is another symbol of th 
maturity of CLU. 


Many Other Changes Ahead 


These are but a few of the & 
citing activities which project th 
future image of your chosen pt 
fession. There will be many othe 
changes and developments in th 
future years; you will be part! 
them and will help make them. 4 
members of this graduating la 
of 1960, you can be proud of hor 
you have prepared yourselves ! 
meet the inevitability of chang 

What will CLU be like 33 yea" 
from now Long-term prophecy ! 
foolish, but will you permit the fo 
lowing suggestions? 

The basic principles which ha 
guided the college in the past ™ 

(CONTINUED ON PAGE 82) 
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(CONTINUED FROM PAGE 30) 
continue to prevail; the standards 
for earning the CLU designation 
will be even higher than today. 

Most field men and a substantial 
proportion of home office execu- 
tives will hold the CLU or some 
other diploma awarded by the col- 
lege. 

100,000 In The Society 

The American Society of CLU 
will have a membership of 100,000. 

Many other branches of Amer- 
ican industry, business and finance 
will have educational programs 
modeled after the American Col- 
lege and leading to a professional 
designation. 

CLUs will have won recognition 
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with the public, and the public 
will ask for, will expect, and will 
pay for professional service. 

In closing, I should like to pay 
my respects to you representative 
members of the classes of 1960 and 
1935 who are assembled here and 
threugh you to members of all the 
other graduating classes whose fac- 
es I have seen over the past 33 
years. 

Yes, what is past is but a pro- 
logue to the future—a prologue to 
an extremely bright future which 
will see CLU become an even 
stronger and more enduring force 
in helping life and health insurance 
fulfill even more adequately the 
greater challenges and the greater 
responsibilities of tomorrow. 
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Latfot Relates Problems 
Of Field Management 


(CONTINUED FROM PAGE 7) 
low through with supervision to 
see that the work is actually done. 
We can bring more men through 
to success by setting down prin- 
ciples for them to work by, prin- 
ciples that also provide us with a 
check-list of the things we need to 
supervise. 

I believe the right work is em- 
bodied in these three points, 
which I like to call the principles 
of success: (1) Men who succeed 
set goals to attain a high case 
rate. (2) Men who succeed, plan. 
(3) Men who succeed develop 
good work habits in conjunction 
with effective sales plans. 


Confirmed By MDRT 


Principle I, high case rate: The 
best single method of developing 
a consistent and satisfactory pro- 
duction is to build and maintain 
a rapid tempo of sale. Our most 
successful men take pride in the 
number of sales they make and the 
size of their clienteles. Typically 
they insure more people than their 
less successful associates. The ma- 
jority of New York Life’s top pro- 
ducers year in and year out in- 
sure approximately 100 lives a 
year. 

A 1959 study of Million Dollar 
Round Table members confirmed 
this fact. Members qualifying for 
MDRT in their first six years in 
the business averaged 150 lives a 
year. These facts show clearly 
that unless a life underwriter has 
unusual aptitude and an unusual 
market for large-case selling, he 
ought to set a goal of paying for 
around 100 lives a year. 


New Business Basis 


Moreover, it is the broad base 
of numbers of policyholders that 
produces our best new business, 
i.e., repeat business on old clients 
and referred leads. Furthermore, 
the activity required to produce 
two cases weekly does amazing 
things for morale. From our view- 
point as agency men, the process 


of establishing a high case ratd 
goal offers a tremendous proj 
potential. | 

Establishing and maintaining , 
rapid tempo of sales starts with 
the general agent or manager, }; 
takes plain stubborn bry 
strength and persistence to jp, 
crease the case rate. You just kee) 
pounding at it, and eventually ; 
comes about. It stabilizes prody. 
tion, improves agents’ income: 
reduces turnover, keeps expens: 
down and improves morale. 

But the mechanics of it are a. 
tually simple. For years I hay 
been supervising work refresher 
courses, with groups and on an jp. 
dividual basis. Through _ this 
means we have been able to hel 
men increase their number of sell. 
ing interviews by as much as 50% 
—for many men to as many as eight 
to 10 salesa month per man. 


Hour A Day Selling 


Studies indicate that the agent 
operating without close supervi- 
sion is obtaining less than one 
bona fide closing interview each 
working day. He spends no more 
than an hour a day in front ofa 
prospect actually selling, so he 
sells only three to four lives a 
month. A concentrated effort by 
management to build up the case 
rate by one extra life per month 
per man would produce more bus- 
ness, profit everybody more and 
do more good than any single 
project I can think of. 

Principle II, men who succeed, 
plan: The value of planning must 
be sold, because agents must buy 
the value of planning before they 
will do it with any kind of effec- 
tiveness or follow-through. Men 
will plan when they are con 
vinced why they must plan, and 
here is a good “why”: Most 
prospects are sold on the first or 
second closing interview. A clos 
ing interview is a complete pres 
entation in which several attempts 
are made to close. 

When our associates understand 
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PAUL L. GUIBORD 


Paul L. Guibord and Associates 
MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 

494 Broad St. 


General Agent 


Newark 2, N. J. 





lifetim 
Gener 
able i 


Alaban 
Colora 








KAI I. GULVE and ASSOCIATES 


STATE MUTUAL LIFE ASSURANCE 
COMPANY OF AMERICA 
Newark 2, N. J. 


1180 Raymond Blvd. 
MArket 4-3500 
Servicing all of New Jersey 


45 Commerce Street 








HENRY LEVINE, GENERAL AGENT 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


MArket 2-7146 


Newark 2, N. J. 








EDWARD C. JAHN, C.L.U. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
494 Broad St. - 


General Agent 


Newark 2, NJ. 
MArket 3-4044 
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that they are most effective on the 
frst closing interview (in which 
50% of sales are closed), that they 
make the majority of their sales 
on one or two closing interviews 
and that sales effectiveness drops 
oreatly On the third and subse- 
quent closing interview they will 
plan a schedule of field work that 
enables them to open and develop 
more new cases instead of wasting 
time trying to close old prospects. 
We must emphasize and re-em- 
phasize the importance and _ nec- 
essity of planning until we have 
agreement and acceptance. W e 
should keep constantly in mind 
that success in the field is guar- 
anteed by insuring a large num- 
ber of lives a year; that maintain- 
ing a high case rate stabilizes pro- 
duction and income; that highly 
successful agents tend to produce 
about 100 paid lives a year; that 
the great majority of sales are 
made on the first or second clos- 
ing interview ; that the number of 
applications obtained relates di- 
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GENERAL 
AGENCY 


of your dreams! 





Our offer is to the man who is dissatis- 
fied with the returns he is presently 
getting for the hours he works. 


For a richer life in SO MANY WAYS... 
put the same effort, the same hours 
inte a General Agency of your own with 
a company that can right now offer you 
these unique profit possibilities : 
PRIME MARKETS — immediate 
openings. 

STABILITY — 40 successful years. 
GROWTH POTENTIAL — total writings 


which have multiplied 10 times in the 
past 2 years. 


CHOICE PACKAGE —complete LIFE, 
A & S and GROUP PLANS. 


A 4¢ stamp today can add thousands 
of dollars to your income over your 
lifetime. 


General Agency openings now avail- 
able in: 

















Alabama, Alaska, Arizona, California, 
Colorado, Florida, Idaho, IIlineis, Indi- 
ana, Louisiana, Minnesota, Missouri, 
Nevada, Oregon, Pennsylvania, South 
Dakota, Utah, Washington and District 
of Columbia. 


write in confidence te: 
W. H. Fissell, CLU, Vice President 
and Agency Director 
Dept. D 


California Life 


Insurance Co. 
4334 MacArthur Blvd., Oakland 19, Calif. 
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rectly to the number of closing in- 
terviews conducted; that opening 
more new cases with well quali- 
fied prospects is the best way to 
increase the individual case rate. 


New Case Each A.M. 


It is vital that agents make 
plans that enable them to devote 
the bulk of their field time to 
opening new cases and getting 
new closing interviews with new 
prospects. Giving top priority to 
opening a new case every morn- 
ing, for instance, is the most prof- 
itable project in which any agent 
can engage. 

Principle III, men who succeed 
develop good work habits in con- 
junction with effective sales ideas. 

One of the most difficult tests 
facing agents, old or new, is de- 
veloping the ability to get out of 
the office every day and go to 
work, and to repeat this process 
day in and day out. Real success 
depends on solving this problem. 
We cannot assume that self-or- 
ganization will happen automatic- 
ally. Management must be pre- 
pared to set the rules, lay out 
specific schedules and procedures 
and then supervise long enough 
to make the discipline become a 
habit. 


Second Most Profitable 


I have found that time spent on 
daily supervision in the prospect- 
ing and work area has been the 
most profitable—with the single 
exception of time spent in re- 
cruiting. For more than 25 years I 
have tried to spend two hours 
each day on pushing the case rate 
and the importance of good work 
habits. I can testify it pays well. 
It conserves more manpower and 
builds a profitable agency faster 
than all the new sales ideas and 
gimmicks every devised. 

When right work habits have 
been sufficiently ingrained, close 
supervision can be tapered off. But 
until that time, much has to be 
done to help agents develop auto- 
matic work habit patterns. 


Gathers Loose Ends 


I’d like to pull together any 
loose ends in this talk by setting 
down specifics which we, as super- 
visors, can emphasize constantly. 
None are new, but all of them are 
fundamental and vital for our as- 
sociates. 

1. Plan: Each December plan 
for the year ahead. Plan each 
week before the week starts, and 
plan each day the night before. 

2. Keep records: Keep records 
and use them. Records help make 
selling a game and add zest to the 
job. They indicate strengths and 
weaknesses. They point up profit- 
able new markets. 


Several Million More 


3. Build a foolproof age-change 
follow-up system: We found that 
our agents were not closing a 
high percentage of their business 
on the age change, although they 
all maintained extensive age- 
change records. Introduction of a 
systematic follow-up system has 
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BUSINESS IN FORCE 


$100,000,000 
September, 1952 


$250,000,000 
May, 1957 


$333,000,000 


October, 1958 


$465,000,000 


September, 1960 


UNITED SERVIC 


1625 EYE STREET, N. W. WASHINGTON 6G, D. G. 


Life Insurance Protection Exclusively For The 
Service Officer, His Wife and Children 














BANKERS SECURITY LIFE 
INSURANCE SOCIETY 


Incerporated in the State of New York 
Licensed in all states 
except Alaska, Mississippi and Wisconsin 


MEMBER OF 


Cusliews of Credit ol; e 


Ordinary Life Plans 
roup Life | Pannen 


Investigate our General Agency 
Opportunities and Ordinary Life 
Sales Development Program 


Write to the Head Office, 
1625 Eye Street, N.W., Washington 6, D. C. 











given us several million dollars of 
extra business. 

t. Take action: This is a busi- 
ness of action. Do not confuse 
knowledge with action. Do not 
confuse study with action. Do not 
confuse planning with action. 


5. Prospect every day of your 
6. Open a new case every morn- 


7. Telephone: Start every day 
working with your friend the tele- 


KANSAS 
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phone. 

8. Recharge your battery: Find 
some plan that suits you to give a 
life every day. 

Does it work? Of course—pro- 
vided you work at it every day. 
Sut you have to be stubborn. You 
can't be thrown off the track by 
less important things that compete 
for your time. And it is not done 
by telling the boys once or twice. 
The theme song must be repeated 
endlessly, varied only in the sugar 


MISSOURI 





coating that makes plain hard 
work palatable and attractive. 


Guardian Life Dinner Hosts 
Home office representatives of 
Guardian Life who will be hosts at 
the company’s Thursday evening 
dinner are James A McLain, chair- 
man; Daniel J. Lyons, senior vice- 
president; Earl \W. Cryer, superin- 
tendent of agencies, and Walter 
Launt, manager of training. 


Successful Agents first...General Agents now 


Here, with Bob Belisle—district superintendent for 
American United in Kansas City—are two general agents 
who have taken advantage of the opportunities provided 
by the company with the “partnership philosophy.” 
Kaler Bole became a top individual producer while de- 


veloping the Topeka area for his agency, and an outstanding a career, 


trainer and supervisor of his growing staff. One of the 
successful agents was Otto Schnellbacher, All American in 
basketball at U. of Kansas followed by four years of pro- 
fessional football and a year of professional basketball. Otto 
soon ranked as high in insurance sales as he had as an athlete. 

Today Schnellbacher is captain of the Topeka operation, 
with nine associate producers under his management. Bole 
has moved on to Kansas City, with a new production organ- the Compan 
ization, seven associates to share his success formula. 

Bob Belisle, with justifiable pride in his 24 full-time 


agents, says ““There’s plenty of opportunity for good men 
to grow, with American United!” 

Today, American United is in the top 5% of all the nation's life 
insurance companies, with well over $1 billion $400 million of 


business in force, and a phenomenal rate of growth. It is a good 
Company to be with—whether you're buying, selling, or building 
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SURANCE COMPANY 


with the Partnership Philosophy 


AMERICAN UNITED LIFE INSURANCE COMPANY ¢ HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS-FLEXIBLE OPTIONS-LOW NET COST SPECIALS-UNIQUE JUVENILE-GROUP INSURANCE-GROUP RETIREMENT-PENSION TRUSTS-NON-CANCELABLE 
DISABILITY.GUARANTEED RENEWABLE MAJOR MEDICAL-GUARANTEED RENEWABLE HOSPITAL & SURGICAL-SPECIALISTS IN SUBSTANDARD UNDERWRITING & REINSURANCE 
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Eight Manhattan Life 
Officers At Meeting 


Eight officers of Manhattan Lif 
are attending the conference. Ther 
are Thomas E. Lovejoy Jr., presi. 
dent; Frederick W. Lohm, vyicg. 
president and director of agencies. 
John Murray, vice-president and 
manager group department; Harpy 
Levey, superintendent of agencig 
western division; Harry J. Nelson 
superintendent of agencies mi¢. 
western divison; A. W. Newman 
superintendent of agencies south. 
western division; George 4 
O'Dowd, superintendent of agen. 
cies north central division, and Ap. 
thony V. Rumolo superintendent oj 
agencies eastern and southern diy). 
sions. 


Ohio State Life, Columbus 
Mutual In Joint Dinner 


Ohio State Life and Columby 
Mutual will be hosts at a joint din. 
ner on Thursday evening. Attend. 
ing from the home offices of the 
companies will be Ben F. Hadley 
vice-president and director of 
agency administration (Columbus 
Mutual), Howard W. Kraft, vice. 
president and director of agencies 
(Ohio State), Frank Barnes, 1s 
vice-president (both companies), 
Ralph E. Waldo, agency organizer 
(both companies), E. C. Thomp- 
son, director of education and 
training (both companies), and 
Russell Auten, assistant superin. 
tendent of agencies Mutual. 


Continental American Is Host 


Continental American Life 6 


Delaware will give a dinner on 
Thursday evening at the conven- 
tion. The hosts will be Patrick H. 
Yeoman, superintendent of agen- 
cies, and William M. Blair, assist: 
ant superintendent of agencies. 


Representing Sun Of Md. 

Attending the convention from 
the Sun Life of Baltimore are 
Bertram A. Frank, vice-president 
and director of general agencies, 
and Charles B. Duff and S. K. Ot 
tenheimer, supervisors of general 
agencies. 


Continental Assurance Dinner 

Hosts for the Continental Assur- 
ance convention. dinner on Thurs 
day night will be Hugh S. Betts 
Jr., superintendent of agencies, 
Charles Kraemer, superintendent, 
agency administration, and Ed 
ward Malaney, Jr., assistant super. 
intendent of agencies. 





2 Atlantic Officials Attend 


The Atlantic Life contingent at 
the convention includes Warren M. 
Pace, agency vice-president, and 
Francis S. Carlton, agency directof 


Fidelity Mutual Dinner 


The Club Room of the Shoreham 
Hotel will be the scene of a dinner 
on Thursday evening given " 
Fidelity Mutual Life. Lawrence }: 
Doolin, vice-president—agent, 
will be the host. 
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Wis. Agents Urge United Front 
Against Direct-Written Group 


Representing the group of agents 
in Wisconsin that has been mak- 
ing a strong campaign against di- 
rect-written group insurance, Wil- 
fam H. Pryor, Connecticut Mu- 
tual, Wauwatosa, read the follow- 
ing statement to the national coun- 
cil in an endeavor to get other 
state associations to go along with 
what the Wisconsin field forces are 
doing. 

This is being presented to you 
as representing the concept and the 
action taken by the Wisconsin field 
forces—a Vigorous protest against 
the direct-writing of group busi- 
ness. 

We are not an organized body. 
This refers to individual situations. 
It deals with individual companies 
and under individual conditions. 

What we have done and are do- 
ing is in support of the fundamen- 
tal concept of agency. The agency 
system has been built upon the 
basic principle of compensation as 
represented by an adequate com- 
mission schedule. 

In April of this year the Wiscon- 
sin field forces prepared a strong 
protest to the practice of the direct- 
writing of group business and to 
the subterfuge for direct-writing 
by the payment of a tiny finder’s 
fee, or based upon a minuscule 
commission schedule. This was 
signed by more than’ 500 Wiscon- 
sin underwriters and was sent to 
the president and to every member 
of the board of directors of 65 ma- 
jor companies who are licensed to 
do business in the state of Wiscon- 
sin, 

All but nine companies replied 


to the original letter, plus scores 
from the directors of the 65 com- 
panies. To those nine non-replying 
companies we sent a second letter. 
I can report to you that we now 
have had answers from all 65. 

A huge majority of the replies 
were in complete accord with our 
position, whether or not they were 
a group-writing company. 

Some answers were phrased as a 
hedge and were claiming that no 
such type of contract had been un- 
derwritten. But they allowed room 
in case their competitive position 
might change their current prac- 
tice. Several have said that they 
had written a few cases on this 
basis. Those companies offered ex- 
planations and excuses but did not 
offer to discontinue the practice. 

It is the considered opinion of 
the Wisconsin field forces that the 
best interests of the agency system 
for the distribution of life insur- 
ance lie in the initiative inspired 
by representatives who are paid 
for their services on the basis of 
an equitable and adequate scale of 
commissions, 

This position is completely com- 
patible with the historic stand of 
NALU in support of the agency 
system. But it seems to us that the 
time is now. Further delay would 
be begging the issue. We believe 
that the field forces must take a 
firm stand. 

Regrettable as it may be, this 
practice of direct-writing is insid- 
ious. It can, and who can say it 
will not, be introduced as a new 
sales approach in the ordinary and 
the weekly premium fields. 

We feel that this is not subject 








Indianapolis Life’s 
well-planned road 

to successful agency 
operation includes: 


e A complete new line of low cost life 
insurance policies featuring graded 
premiums and lower rates for women. 
Commercial, Guaranteed Renewable, 
Non-Cancellable Accident and Sick- 
ness policies. Liberal Check-O-Matic. 


e Substantial training tools, including career 
compensation, production incentive plans, ex- 
cellent training program. 


e Liberal commissions, training allowance, lifetime 
service fees, Group Life, Hospitalization and Major 
Medical, non-contributory pension. 


Company's 55-year record is unexcelled in quality and service. 


WALTER H. HUEHL, President 


ARNOLD BERG, C.L.U., Agency Vice-President 
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to joint committee consideration 
and the consequent delays. It is a 
simple and easily understandable 
protest. The agency forces who are 
the indispensable middlemen be- 
tween insurer and insured must 
know what can be their future if 
their markets are watered down by 
these various and devious answers 
that bypass the services and the 
compensation of their field forces. 

This is subject only to the ac- 
ceptance or the rejection by the of- 
fending companies of the funda- 
mentals of agency as represented 
by the field forces whose primary 
means of livelihood lies in the 
agency system. 

We believe that every state ‘and 
local association could well fol- 
low our example and let the com- 
panies know how we feel. Without 
us they are like a rifle without bul- 
lets. 

I would like to refer you to the 
more conclusive articles of the 


- 
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many that have appeared in the 
press: The National Underwriter 
of April 20 and numerous subse- 
quent issues; Life Association 
News for July and on page 105 of 
the September issue ; the references 
of several issues of the Insurance 
Field. 

Probe Covers Subject 


I have here the August 29 issue 
of Probe, which has been devoted 
entirely to the subject. As far as 
the supply that I have here can go, 
I have copies for you of that is- 
sue of Probe. 

With your permission I would 
like to read the letter that was sent 
out by the Wisconsin field forces. 
Others may feel as strongly as we 
do and may wish to follow our ex- 
ample. 

Mr. Pryor then read the letter, 
which appeared in The National 
Underwriter at the time it was 
sent to the companies. 
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Gravengaard Business 


Insurance Publications 


Help Many Thousands Achieve Amazing Results 






ak 
em LIEE ENSE EINE 





TEXT BOOKS 


tor, 
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H. P. Gravengaard 


“The Man Who Started 
Business Insurance 
On The Way Up.” 


Mr. Gravengaard, Vice Presi- 
dent, National Underwriter 
Company, and Executive Edi- 
Diamond Life Bulletins 
Department, writes from back- 
ground of broad training and 
successful field experience. He 
attended Harvard Law School 
and Graduate School, sold life 
insurance at the rate of over 
a million his first year, es- 
tablished Aetna’s training de- 
partment, was General Agent 
sixteen years for Aetna and 
New England Life, 
nationally known 
and speaker on life insur- 
ance, and author of many 
other books, articles and sell- 





ILLUSTRATED 
SALES BROCHURES 


@ “How to Preserve Your 
Sole Proprietorship” 

@ “How to Preserve Your 
Partnership” 

@ “How to Preserve Your 
Close Corporation” 

@ “How to Offset the Loss 
of a Key Man” 


is inter- 
authority 


Over 600,000 In Use In All Corners Of The Globe! 
Now in 17th annual printing, Gravengaard Business Text Books and Visual Selling 


Brochures are the most successful business publications ever printed. 


Their 


enthusiastic users are life underwriters, MDRT members and aspirants, General 
Agents, Managers, home office executives, attorneys, trust officers, accountants, 


university teachers and librarians. 


They are standard training material in many 


leading companies, agencies and universities. 


It is matter of record, that all who use these publications achieve rapidi success in 
the lucrative field of Business Insurance (statistics show that about 60% of Amer- 


ican business still is without Business Life Insurance)! 


With help from the Grav- 


engaard Text Books and Brochures, it is as easy to sell Business Insurance as it is 
personal insurance. Better order your supply today. Simply use handy coupon below. 


To: THE DIAMOND LIFE BULLETINS, Department of 
The National Underwriter Company, 420 East Fourth Street, Cincinnati 2, Ohio 


PLEASE SEND ME: 


——Packages of 4 Text Books and 4 Illustrated Sales Brochures (1 pkg. $9., 10 pkgs. $7.60 


ea. pkg., 25 pkgs. $6.80 ea. pkg., 50 pkgs. $6.20 ea. pkg., 100 pkgs. $5.60 ea. pkg.) * 
__Sets of 4 Textbooks. (1 set $5., 10 sets $4.40 ea. set, 25 sets $4. ea. set, 50 sets 
$3.60 ea. set, 100 sets $3.20 ea. set.) * 


__Sets of 4 Illustrated Sales Brochures. (1 set $4., 10 sets $3.20 ea. set, 25 sets $2.80 
ea. set, 50 sets $2.60 ea. set, 100 sets $2.40 ea. set.) * 


_Ring Binders (will hold 4 Text Books or 4 Brochures— $1.25 each). 


*Less in Larger Quantities — Imprint Prices upon request. 
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Stewart Tells Plans If Elected Secretary 


(CONTINUED FROM PAGE 16) 
cognizance of this and, working 
through the local associations, take 
more positive steps to improve the 
climate for the sale of life insur- 
ance and the acceptance of its 
agency forces. 

3. NALU members everywhere 
are interested in the principle of 
state supervision. History has 
proved that effective local and state 


associations can do much to assist 
the state insurance departments in 
improving working conditions for 
the agent. Stricter licensing exam- 
inations, limiting or eliminating 
part-time agents, strict supervi- 
sion of group insurance activities 
which are causing so much trouble, 
and approving only policy forms 
which are in the best interests of 
the public are some of the areas 


DAILY, SEPTEMBER 15, 1960 


where NALU should recognize 
the need for effective work, and 
support each local or state associa- 
tion in its endeavor. A close work- 
ing relationship between the local 
and state associations and the state 
insurance departments can help 
much to curb present abuses. 

4. I think it wise that NALU 
has decided to finance a study of 
the question of group coverages. 
As one opposed to the selling of 
jumbo group, direct writing, etc., 





WHAT'S 


SYMBOL? 


ESTABLISHED 1864 


MARYLAND LIFE 





Since some imaginative caveman first scratched the sign of his clan on stone, symbols have 
helped to guide, encourage, and stimulate men. 


Basically, they all have one meaning: “I belong.” But those two words are said with 


unbounded pride. 


For members of the NALU, this pride is more than justifiable. Not only are you making 
vital contributions to the life insurance business, but you are contributing immeasurably to 
the American way of life in a day when bogus economic and political philosophies have the 
whole world biting its fingernails. 


MARYLAND LIFE INSURANCE COMPANY /10 South Street/Baltimore2, Maryland 
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I would like to be sure that th, 
study include such matters as a. 
erages being written for indivi 
ual contractors, multiple employe, 
group, group credit life on real es. 
tate mortgages, group life to com, 
plement accumulated equities jg 
mutual fund shares, double-dollg 
group life, coverage on member 
of professional groups, wholesal 
and franchise group plans, ete. 

5. Before I would approve, 
change in our dues structure, | 
would want a complete study made 
of the services we are now render. | 
ing to local associations and thej 
members. I take this stand becayg 
with all our moving, and acquis. 
tion of our own permanent byjld. 
ing, I think it appropriate that ye 
take a good look at ourselves ang 
make sure we have a sound and ¢ef 
ficient operation, so that ap 
change in dues, if needed, will re 
sult in more and better services t; 
our members. 

6. It has been demonstrated tha 
an effective, well organized stat 
association can work with the jp 
suring public and its state insyp 
ance department to bring about th 
passage of constructive legislation, 
from the point of view of both the 
public and the agent. For example 
in Ohio, a large industrial state 
the NALU model group bill passe 
the Ohio general assembly under 
the joint sponsorship of industria 
leaders and the Ohio Assn. of Lif 
Underwriters. 

It takes time, work and leader. 
ship, but it can be accomplished, 

7. NALU should endorse legis: 
lation designed to provide effective: 
pension treatment for self-em 
ployed persons comparable to that 
enjoyed by executives in industry, 
but should oppose any legislation 
which does violence in any way to 
persons covered under existing 
plans which have been formally 
approved by the Internal Revenue 
Service. We owe a responsibility 
to the self-employed, but also t 
our customers. 

8. The problem that NALU fact 
with respect to the question 0 
dual licensing for the purpose (i 
enabling an agent to sell life insur; 
ance and mutual funds is a ve 
serious one, and should be giver 
thorough and careful thought. ! 
can not see how any one selling 
the guarantees of a good life inst 
ance policy for family needs cani 
the same time sell an investmet! 
that is not guaranteed. One col 
cept must suffer at the expense 
the other. 

NALU can also help local a 
state associations secure passagt 
of constructive legislation with t 
spect to credit life insurance. Credit 
life insurance sold at appropriate 
rates and by full-time agents, sé" 
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a worthy purpose so long as it cor 
ers installment purchases tit 
than real estate transactions an¢! 
within modest ($5,000) limits. 

9. It has been my _ privilegt 
and will continue to be, to supp 
fully, both in principle and activell 
the position of NALU as develope! 
and sponsored by the commu 
on social security: Briefly—no & 
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an this Ellen Putnam, 
_ AS COV.) tional of Ver- 
r indiyja. [Natt 

— mont, Rochester, 
employer y., NALU 
teu ustee; Robert 
e to cOm. trus' 2 ’ 
uiti M-}« Gilmore Jr., 
bl Ser foast president of 
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nd and ef. 

hat. | UR MODERN and qualified representa- 

ae tives are selling a balanced program of 
savings and family protection (guaranteed 

aed ak dollars) along with an equity investment 
(variable dollars) in mutual funds. This 


th the ip. 


ute insur. aFAY a : : it A : _- program does not make use of term insur- 

aro - = ba digi — ance—in fact, we have yet to sell that first 

1 ‘| At the meeting of the state law and legislation committee: From ane . 

both the! of. Frank M. Akers Jr., Prudential, Atlanta, and Joseph B Davis, program consisting of this temporary class 
: of insurance. Instead, various forms of 


Ripe Home Life of New York, Detroit, co-chairmen; Frank G. McNamara, 


rial : fre 
Fr eal Old Line Life, Waukesha, Wis., chairman, and Taylor Bigbie, NALU permanent insurance are used, and in 


ply unde counsel, the committee’s headquarters aid. record breaking policy sizes! If you are 
ni John D. Moyn- desirous of letting mutual funds carry you 
n. 0 Life ahan, Metopoli- 4 A . . . li 

tan Life, Chica- > to new heights in solid life sales, average 
1d leader. ae 4 a policy size, and commission income—with 


lished go, past presi- 
pitshed. dent of NALU field proven sales material—then write 
me immediately. 


rse legi-fand American 
A. g. Moet, Agency Vice President 
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pul JACK E. BELL WALTER H. KNOX 
HORACE Ss. SMITH, JR. General Agent General Agent for Central Florida 

local | General Agent z We Welcome Brokerage 
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As to agency objectives, we spell 
out where we want to be at the end 
of each year for the next five years 
as to ordinary production, group, 
personal health, and number of 


recruits. Now, I am of the opinion 
that five years of objectives is a 

















Pitcher Tells Methods 
That Built His Agency 


the nation. 
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pretty remote figure. It is all right 
to think in terms of an ultimate 
goal as to the volume of business 
that must be written to get the 
income that makes the job worth- 
while, but we now recognize that 
it is quite wishful thinking to de- 


Congratulations and a 


Warm Salute 


to the 80,000 
Members of the 


NATIONAL ASSOCIATION 
OF LIFE UNDERWRITERS 


On the dedication of your National Home 
and Headquarters ...a proud symbol re- 


flecting the character of your service to 


ontinental Assurance Compan 


Chicago 


termine what the production of 
present and potential agents will 
be five years from now. 

Therefore, I feel that we are 
more realistic in our objectives by 
having a December interview with 
each agent to conclude with him 
what his quota should be, then we 
figure the quota for the brokerage 
department and for the manage- 
ment itself—management being 
the staff of the agency. Here are 
our 1960 objectives that were 








2nd Da nd Day 


Robert B. Pitcher, John Hangeg 
Boston, vice-chairman of Gener. 
Agents & M 
gers Confereng, 
described for 
GAMC sessio 
d uri n g th 
NALU ony 
tion the methog 
that have buil 
his agency, Th, 5 
following is 4 ' 
extended excery i 
from his tal}! 
running less th 
half the comple] 
talk, which wij]* 
be published by GAMC in a hoy 
covering all the talks at the anny 
meeting. 

















planned in December, 1959, | hope 
I can show that we accomplish 
them in January, 1961. We are BENJ/ 
little light right now. 

Better Check-Ups ] 
_ This objective is more realistic 
it is helpful to bring all the agent 
in and keep them informed month 
ly as to their progress as indiyid 
uals and to the over-all progres 
and also to where we stand wit 
other John Hancock agencies, Bf 
so reporting, they are more inter. 
ested that we make the goal. The 
agents are teamed to beat the 
brokerage department. Actually’ 
our brokerage department write 
about 30% of the ordinary busines: 
Last year we received one or moré 
cases from 250 brokers. 

Of course, the management team 
is easy to beat because there are x 
few of us, and we spend very little 
time on personal production, de 
spite my repeat business on som¢ 
pension cases that I wrote as at 
agent and some good __ personil 
orders from old policyholders. 
Does Best What He Likes 

An individual does those thing 
best that he likes to do—or likes ti 
do the things he does best. I wat! 
to have fun out of my job, there 
fore I am going to do the thing 
that I like to do because they ar 
the things that I think I do th 
best. ( 

One thing I have changed sine 
my original Planbook probably i 
because of the results of converse 
tions with Halsey Josephson [get 3 
eral agent Connecticut Mutual 
New York City] and Judd Benso: 
[manager Union Central, Cincit 
nati]. Each of these men informe: 
me he has definite appointment 
with each one of his agents 7 
week. 

I have adopted the system | 
having monthly appointments wit 
each one of my men. I have the 
supervisor of each man brief mq 
before I see the agent. Of course 
I am seeing them nearly every day 
to answer a question or go out of 
a case, but I mean a fixed tim 
when we shut off the phones ant 
he is on time and I am on tim 
and we really get down to casé 
about himself. his attitude and at 
personal problems, what his wilt 
thinks about the business, wht! 
his weaknesses are. 


We drill on these weaknesses al’ 
(CONTINUED ON PAGE 49) 
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Philadelphia’s Leading 


General Agents and Managers 
Send Cordial Greetings to the 


N. A. L. U. 
Zist Annual 
Convention 





FREDRICK G. HIGHAM 


AGENCY, INC. 
GREAT WEST LIFE 
ASSURANCE COMPANY 
' 344 N. Broad 


Tel: LO 3-2783 





ee 

















59, | hope 
‘Omplished “Congratulations to N.A.L.U. on the 
We 4 BENJAMIN M. GASTON, C.L.U. dedication of the Headquarters Bldg.” RALPH H. RICE, JR., C.L.U. 


Branch Manager 
NORTH AMERICAN LIFE 


ARTHUR R. GREMEL C.L.U. 


Manager-Philadelphia Agency 
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ore inte EDWARD L. REILEY, C.L.U. FINKBINER COMPANY, GEN. AGT. 
Moo The H. S. BAKETEL, JR, C.L.U. General Agent 5 And Associates 

eat the i A.C.F. Finkbiner, C.L.U. 

Actually General Manager THE MUTUAL BENEFIT LIFE A.C.F. Finkbiner, Jr., C.L.U. 
ie write} = UNION CENTRAL LIFE INS. CO. INSURANCE COMPANY THE NORTHWESTERN MUTUAL LIFE 
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on som THOMAS F. IRWIN and ASSOCIATES FRED VAN URK AGENCY Managing General Agents 
ote as an PROVIDENT MUTUAL Representing Eastern Pennsylvania and Delaware 
Mp LIFE INSURANCE COMPANY UNITED BENEFIT LIFE THE CROWN LIFE 
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Booth Wants Determined Effort 


(CONTINUED FROM PAGE 12) 
can be lost by degrees—one step 
at a time. 

One unnecessary hampering law 
here, and one unduly restricting 
law there—and, before you know 
it, your freedom is gone. 

This is what we must prevent. 

In a free country, the individual 
must have the right to make his 
own choices—the right even to 
make his own mistakes. He must 
have the right to make his own 
major decisions. 

Every one of us should have the 
right to take risks if he wants to— 
to compete in business—to devise 
new products—to create new ways 
to produce goods, and better ways 
to use resources—the right to earn 
a profit, to own property—the 
right to save money, and to provide 
for his own future if he has the 
capacity and the will to do so. 


Free Market The Core 

The free market, which is the 
heart and core of our dynamic 
competitive enterprise system, is a 
self-regulating institution. But 
self-regulation, in this case, is de- 
pendent on the freedom of the 
market to adjust itself to the hon- 
est wants and desires of the con- 
sumer—the freedom of the market 
to swing with the pendulum of 
popular taste, preference, and pub- 
lic demand. 

Every time the individual’s right 
to make his own choices is dim- 
inished, the freedom of the market 
is lessened in direct proportion— 
which means simply that if this 
trend not checked, there will 
ultimately be no free market—no 
free enterprise. 


Freedom Had Won 


Our personal and economic free- 
dom has been hard won. On no 
other single subject, have our fore- 
fathers—distant and immediate— 
given us so much warning and 
advice about the need to guard and 
protect what we have gained. 

In time of war, freedom must be 
guarded by resisting an outside 
enemy. 

In time of peace, freedom must 
be guarded by resisting an inside 
enemy—an enemy consisting of a 
mounting trend to curtail our lib- 
erty by law, and to do so under 
the guise of solving all our prob- 
lems for us—and giving us gener- 
ous handouts from the public till. 

Fortunately, we have the means 
to combat this insidious inside 
enemy—and this meeting here to- 
day of the National Assn. of Life 
Underwriters is one bit of evidence 
of what I am talking about. 
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Urges Voluntary Interest 


Our freedom today—in the de- 
cade of the ‘60s—can best be pro- 
tected—can only be protected—by 
voluntary organized interest in 


citizenship and government affairs 
—by vigorous, positive, hard-hit- 
ting, intelligent organized action 
in devising and shaping national 
policy. 


This is our opportunity as busi- 
ness men—our challenge—and our 
responsibility. 

The second task before the busi- 
ness men of this country—if we 
are to maintain our American way 
of life and our system of free 
enterprise—is to encourage growth. 
This means two things: 

—It means to pave the way for 
the steady and dynamic growth 
of the economy. 

—lIt means also to promote and 
encourage the growth and develop- 
ment of every person who has the 
capacity to grow. 

These two things go together 
each has a direct bearing on the 
other. 








Incentive To Grow Needed 


If the average American boy or 
girl is to grow and to develop his 
skills and talents, his character 
and his underlying ideals (which 
is what I believe life is all about )— 
then he must have incentive to 
grow—and reason to enhance his 





human dignity. 

There must be job opportunities 
and career opportunities when the 
time comes. 

More than that, of course, there 
must be educational opportunities 


all along the way for every young 
person in America, commensurate 
with his abilities. There must be 
educational opportunities—inspir- 
ation and encouragement—in all 
fields: business, medicine, the cre- 
ative arts, engineering, the crafts, 


government, education, law—and 
so on. 
For adults, too, who want to 


keep on learning and growing, we 
must make available opportunities 
for continuing education and train- 
ing. 

Is all this a responsibility which 
can safely be left to bureaucrats in 
an over-powerful and over-central- 
ized government in Washington? 

I know you agree with me that 
it is not—despite what many of the 
so-called “liberal thinkers” of our 
day are demanding. 

America’s human resources are 
her greatest resources. 

If our human resources are to be 
developed to the fullest for the 
strength of the nation, for the 
general good of society, and in the 
best interest of each person, the 
job must be done with understand- 
ing—with an unselfish, outgiving 





spirit—and on a voluntary, team- 
work basis. 
The work of developing the 





The Cleveland Life Underwrit- 
ers Assn. committee, which in re- 
cent months has been working ac- 
tively supporting the candidacy of 
Jack A. Stewart, Phoenix Mutual 
Life, for election to NALU secre- 
tary, poses for a group portrait. 
First row from left are John N. 
Lenhart, Great-West Life, local 
association past president, 1947, 
and Ohio unit past president; 
Lloyd H. Feder, Lincoln National 
Life, Cleveland past president, 
1943, and of the Ohio association; 
Walter E. Baker, Penn Mutual 
Life, local past president, 1931; 
Herman Moss, Equitable Society, 
past president, 1911; Vernon 
Kroehle, general agent emeritus of 
Northwestern National, past pres- 
ident of the local unit, 1929, and of 
the Ohio association; Warren H. 
Smith, general agent emeritus of 
Northwestern National, past pres- 
ident of the Cleveland group, 1938, 
and Clarence E. Pejeau, Massa- 
chusetts Mutual, 1941 past presi- 
dent of the local association. 

Standing, from left, are George 
H. Plante, John Hancock, past na- 


tional chairman; Bradford D. 
Haseltine, National Life of Ver- 
mont, past president, 1958; Laur- 
ence W. McDougall, Mutual Bene- 
fit Life, past president, 1957; John 
R. Telich, Sun Life of Canada, 
past president, 1956; Jack A. Stew- 
art, Phoenix Mutual Life, past 
president of the local unit, 1950, 
and of the Ohio association and a 
NALU trustee; Sally W. Camp- 
bell, former executive secretary; 
Mabel F. Mitten, executive sec- 
retary; Lloyd C. Nelson, Massa- 
chusetts Mutual, past president, 
1952; Arnold F. Laut, Life of Vir- 
g:nia. past president, 1953; Lewis 
C. Richards, Sun Life of Canada, 
past president, 1951; Charles P. 
Fehl, Bankers Life of Iowa, past 
president, 1954, and Raymond J. 
Kennedy, Massachusetts Mutual, 
past president, 1959. 

Unable to be present for the sit- 
ting were Herman R. Casdorph, 
Metropolitan Life, past president, 
1955; D. Miley Phipps, New Eng- 
land Life, past president, 1948, and 
Thelma R. Phipps, former execu- 
tive secretary. 


2nd Day 


human resources of America can 
not be done by having the govern, 
ment trying to legislate learnin 
into people—or by attempting 
legislate the proper rate of econ 
omic growth into existence, 

Economic growth involves many 
dreams and ambitions of the peo, 
things—all the way from the 
dreams and ambitions of the 
ple to research, invention, prody. 
tive capacity, distribution, and the 
intelligent and ingenius use of ray 
materials. 

And—even then, mere economie 
growth of itself is no sure guaran. 
tee of human progress. 

Economic gain—increasing 
wealth—can, of course, provide in. 
creasing _ Opportunities to spend 
money. To certain social- and eq. 
nomic-planners, this capacity t 
spend money may sound like hy. 
man progress. 


How Spend Constructively 


But the ever-present problem, o 
course, is HOW to spend increas 
ing wealth constructively—hoy 4, 
use increasing wealth—to add ¢ 
the life of the nation—to bring ; 
fuller and richer and more satisfy. 
ing life to all the citizens of th 
nation—to reward and _ encourag 
those in all fields of employmen 
who have been instrumental jp 
creating the economic gain—an¢ 
to provide needed educational, rec] 
reational and growth-inspiring op} 
portunities for the young people of 
the land—the upcoming genera 
tions. 

If this responsibility for spend: 
ing our wealth constructively js 
taken away from the private cit 
izens, and put into the hands of 
bureaucrats, the result, among oth- 
er things, will be a controlled econ: 
omy—and a loss of economic flex. 
ibility. This would inevitably cur. 
tail national growth. 

The true growth of a nation 
the growth of moral and huma 
values—the growth of the cultur 
of the nation, along with the 
growth of its industry—calls for: 
flexible and adaptable econome 
system. 

—The true growth of a natio 
calls for freedom on the part ¢ 
the people to experiment in bus: 
ness and industry. 

—New industries must. spring 
up as they are needed; old, out 
moded industries must decline. 

—New and more efficient meth: 
ods must be perfected and accept 
ed; old ones must be discarded. 

—Labor and capital must be it 
a position to shift easily and c- 
operatively in response to the te 
wards and penalties of the fret 
market economy. 


Need New Ideas 


To assure a high rate of ee 
nomic growth—and, at the samt 
time, to bring about human at 
vancement—there must be an abut 
dant flow of new ideas, a willing 
ness to take risks, and freedom t 
take risks—freedom to adopt nev 
ideas without delay. 

Real national growth is mot 
than merely piling up an imprts 
sive total of goods and service 
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although that, of course, is the 
starting place. 

Real national growth is an in- 

crease in goods and services plus 
4 widening of the individual’s 
options over those goods and serv- 
ices. : 
In other words, without freedom 
of choice, there can be no true na- 
tional growth—but only regimen- 
tation. 

As business men, we must, 
therefore, work through our vol- 
untary organizations to prevent 
regimentation—to prevent the con- 
dition in which the government 
sets specific goals for the economy 
—and acts to see that those goals 
are reached. 


Supply-Demand Needs Guarding 


We should be very skeptical 
about the views of any officeholder 
or any candidate for ‘public office 
who insists that we, as individuals, 
should spend more of our money 
on this, and less on that—or who 
would substitute his own. slide- 
rule objectives for the law of sup- 
ply and demand. 

The third task before the busi- 
ness men of this country—if we 
are to maintain our system of free 
enterprise—is to halt inflation. 

You men and women in the in- 
surance industry know, of course, 
the basic causes of inflation: waste- 
ful federal deficit spending that 
competes with private spending for 
goods and services; and unwise 
monetary policies that put exces- 
sive amounts of money into circu- 
lation. 


Cites Ravaging Effects 


You know the ravaging effects 
of continued inflation on the pur- 
chasing power of the dollar—the 
hardships which continued infla- 
tion visits upon those who live on 
a fixed income—and the threat 
which continued inflation poses to 
America’s position of world lead- 
ership. 

You know, too, of course, that 
only by getting rid of the causes of 
inflation will we be able to get rid 
of inflation itself. 

To get rid of the causes of infla- 
tion, we must do two things—both 
of which are within our reach: 

Through our voluntary organi- 
zations of business men, we must 
sound monetary, budget and debt 
policies which will promote eason- 
“aid stability of the general price 
evel. 


Elect Anti-Inflationists 


And—we must elect to Congress, 
men who have the courage and 
political self-restraint necessary to 
vote for conservative legislation, 
and against proposals which would 
add to inflation. 

Anything short of these two 
Steps is not enough. 

Inflation can be halted only by 
persistent, determined and intelli- 
gent action on our part. 

The fourth task before the busi- 
ness men of this country—if we 
aire to maintain our American way 
of life and our system of free en- 
terprise—is to promote savings and 
ivestment, which is what you peo- 
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plein the insurance industry are, 
of course, doing and have always 
done. 


New Industries Needed 


Americans’ vast and productive 
economic edifice has been based in 
part on the growing needs and 
wants of the people. 

The fifth task before the busi- 
ness men of the country, as I see 
it, is to promote constructive tax 
revision. 


Tax reform is, as you know, long 
overdue. 

The effects of jumbled and mud- 
dled tax laws reach out and affect 
every home and every business— 
but somehow we seem to develop 
blind spots, and _ continue to 
live with what is wrong and should 
be corrected. 


A Time For Open Eyes 


It is time for us to open our eyes 
to the harsh and stringent effects 
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of the tax code, and to do some- 
thing about it. 

To do so, there are five tough 
challenges for us to meet—five 
grand opportunities for us to ac- 
cept in our day and age. They are 
to maintain our economic and hu- 
man freedom, to promote true na- 
tional growth, to halt inflation, to 
promote private savings and in- 
vestment and to bring about a 
much-needed revision of our tax 
system. 








MIDWESTERN UNITED BUILDING 


Alabama Hawaii Michigan 
Arkansas Illinois Ohio 

Arizona Indiana Oklahoma 
Florida Kentucky Pennsylvania 


Phil J. Schwanz, President 


MIDWESTERN UNITED LIFE 


A few moments of your time 


may be worth a fortune to me 
... and to YOU! 


MULIC agents have everything they need to assure them of suc- 
cess: exclusive easy-to-sell policies, special sales aids, and a re- 


tirement program that provides real future security! 


Write to “Phil J.” today for details about MULIC, the agents 


company, and our unique 4-point retirement program. 


© NON CONTRIBUTORY PENSION PLAN 

LIFETIME RENEWALS TO AGENT AND/OR WIFE 
SOCIAL SECURITY 
SPECIAL STOCK PARTICIPATION PLAN 


(through which agents have been realizing 100% on their investment) 


Agency opportunities are available in: 


South Carolina 
Tennessee 
Virginia 
Washington, D. C. 


FORT WAYNE, INDIANA 











12 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 15, 1960 


North Sets Personal Responsibility As Keynote For Term 


(CONTINUED FROM PAGE 18) 
young people about the services of 
life insurance and its importance to 
them. Also, his work in this field 
has influenced a number of quali- 
fied graduates to enter the life 
insurance business. 

He has been a guest speaker at 
many classes and career confer- 
ences at the University of Wiscon- 
sin, University of Illinois, Olio 
State University, Purdue and other 
institutions of higher learning. 
Mr. North was awarded an honor- 
ary membership in the Illini In- 
surance Society at the University 
of Hlinois “In recognition of his 
outstanding activities in behalf of 


insurance education.” 

He was chairman of the first Life 
Underwriter Training Council 
course conducted in Chicago; 
served as a trustee of the disability 
training course of International 
Assn. of Health Underwriters ; and 
has performed many other duties 
and assignments involving agent 
education, especially at local and 
state levels. He holds a CLU dip- 
loma in agency management in 
addition to his CLU designation 
and has also completed the agency 
management course sponsored by 
LIAMA. 

In summing up his philosophy 
of life insurance selling, Mr. North 


says: “We tend too often to over- 
emphasize life insurance and un- 
der-emphasize the benefits provid- 
ed by life insurance. w are inclined 
more toward educating people in 
life insurance; we are inclined less 
toward determining—in coopera- 
tion with them—those — specific 
problems that life insurance can 
solve better than any other econo- 
mic means. 

“Americans must come to know 
the reasons why life insurance is 
good property,” he says. “A more 
general acceptance of this property 
concept of life insurance will result 
in accelerating the growth of busi- 
ness in force toward the trillion 


2nd Day 


dollar mark which ma) well j 
reached during tiie 1960s. 
“Present life insurance is equiya. 
lent to only about 19 months oj 
income per family, and doublip 
this figure is well within the ares 
of desirability and probability 
within the next 10 years.” ; 


North’s Program 


Mr. North’s projected program 
for NALU during his term include, 
a number of projects aimed y 
improving the climate in which the 
life insurance business operates, 

He recognizes there are othe 
problems of a type where the soly. 
tion is remote—and that only par. 
tial progress can be expected dur. 
ing the year ahead. He believes jp 








CHARLES L. J. FEE, GENERAL AGENCY 


Charles L. J. Fee, General Agent 

Verne Smith, Assoc. Gen. Agt. 
Don Cashill, Outside Brokerage Mgr. 
Cliff Dancer, Office Brokerage Mgr. 

bhn Hancock 
qwurvst fire Jusveanes . 
Boston, Massachusetts 

DUnkirk 2-8251 

600 S. New Hampshire 





Los Angeles 5 











THE HAYS AGENCY 


Rolla R. Hays, Jr., C.L.U., General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
Melvin P. Gundlach, Asst. Gen. Agt. 
Crawford Nalle, C.L.U., Asst. Gen. Agt., Mer. Agency Adm, 


George S. Ferreira, Asst. Gen. Agt. & Mer., Brokerage Dept. 
D. Kenneth Elliott, Asst. Gen. Agt. & Mgr., Agents Training 


Suite 512, Statler Center MAdison 6-5881 








THE A. C. KRAUEL AGENCY 


A.C. Krauel, General Agent 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
M Adison 7-9501 
523 WEST 6th ST. LOS ANGELES 14 





The LOS ANGELES 


Send Best Wishes 
Ist Annual 








T. R. (BOB) MACAULAY 


General Agent 
STATE MUTUAL LIFE ASSURANCE 
COMPANY OF AMERICA 
Telephone MA 7-6439 
530 W. 6th St. LOS ANGELES 14 


“Specializing in Service to Brolcers” 


LEO FISHER 


Manager 
Southern California Branch 
THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
MAdison 8-2137 


628 West Sixth St. Los Angeles 17 



















HOWARD E. NEVONEN, C.L.U. 
General Agent 
WASHINGTON NATIONAL 
INSURANCE CO. 

DUnkirk 5-3311 


3580 Wilshire Blvd. Los Angeles 5 


GEO. N. QUIGLEY, JR., C.L.U. 


Branch Manager 
MANUFACTURERS LIFE INS. CO. 
Ed. Linsenbard, Brokerage Mgr. 
DUnkirk 5-3241 


3535 West 6th St. Los Angeles 5 


3350 Wilshire Blvd. 


JAMES STOESSEL, C.L.U. 
GENERAL AGENT 
NATIONAL LIFE OF VERMONT 


DUnkirk 5-5076 
Los Angeles 5 
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JACK WHITE AGENCY 
Jack White, C.L.U. Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5800 Wilshire Blvd. Los Angeles 36 
WEbster 3-8211 














THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


JOHN R. MAGE, C.L.U. 


General Agent 


MAdison 7-3821 


727 West Seventh St. Los Angeles 17 











RAY J. HAVERT GENERAL AGENCY 
Ray J. Havert, C.L.U., General Agent 
William P. Willis, Brokerage Manager 
William R. Chenard, Agency Supervisor 


wurvst fire insuaance COMPANT 


DUnkirk 5-8401 
500 South Virgil Ave. Tos Angeles 


—— 
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qa dynamic approach to these prob- 
jems and that the sooner they are 
met head on, the sooner the indus- 


try can move on to new projects 
and programs. 
Areas To Be Examined 


Mr. North has enumerated the 
following as some of the areas to 
be closely examined by NALU and 
e life insurance business: 
—There is urgent need for im- 
mediate improvement in the per- 
sistency of life insurance, Lapse 
ratios ‘must be brought into line 
with sound business practice. 

—Studies should be broadened 
with the view to determining the 
proper place of group coverage and 
its importance as a factor in the 
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expanding economy of this country. 

—The concept that taxing sav- 
ings and penalizing thrift is both 
economically and morally wrong 
should be advanced vigorously by 
producers everywhere. 


Inflation A Major Problem 


—Inflation is and will continue 
to be a major problem until the 
causes at all levels of our political 
and economic system are corrected, 

—Expansion of government into 
the areas of private business is 
almost always against public in- 
terest and imposes unnecessary 
additional burdens on the tax pay- 
ers. 

—Txpansion of social security 
benefits to the point where they 


are considered a substitute for per- 
sonal thrift and security operates 
against the public interest. 

—The broadening of education 
and training in life insurance and 
health insurance is imperative for 
the welfare of all segments of the 
industry—from home offices to 
policyholders. 

—Life insurance has a major 
responsibility to finance an ever- 
increasing share of the future na- 
tional industrial development and 
economic expansion. 


Hull Exemplities 
Public Relations 


President Roger Hull of Mutual 


43 
otf New York exhibited both his 
humanitarian instincts and_ his 


flair for public relations at the com- 
pany dinner Sunday night in honor 
of NALU president William S. 
Hendley Jr., who is an agent of 
the company at Columbia, S. C. 


Only Two Talks 


Confining the talks to an invo- 
cation, his own remarks and Mr. 
Hendley’s response, Mr. Hull ter- 
minated the proceedings at 9 
clock with these words: 

“You all look very bright-eyed 
and alert this evening, but I’m sure 
that before the week is out you will 
appreciate our concluding this 
meeting at an early hour. The 
meeting is adjourned.” 











Leading Life Offices 
to the N.A.L.U. 
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LEISURE, WERDEN & TERRY 


OCCIDENTAL LIFE INSURANCE 


Suite 201, 4201 Wilshire Blvd.. Los Angeles 5 


AGENCY 


Brokerage Exclusively 


COMPANY 
WEbster 1-1231 











THE M. E. THOMPSON AGENCY 


M. E. Thompson, C.L.U., General Agent 
W. W. Veatch, Asst. Gen. Agt. 
PACIFIC MUTUAL LIFE INSURANCE 


612 South Shatto Place 


COMPANY 
DUnkirk 8-6151 


Los Angeles 5 











MANHATTAN LIFE OF NEW YORK 
RICHARD M. GROSTEN AGENCY 


Specializing in Problem Underwriting 
Individuals - Groups - 


5921 W. Olympic 


Pensions 


WEbster 8-9111 
Los Angeles 16 











Sam Dichter 
Brokerage Manager 


6336 Wilshire Blvd. 


NELS J. NELSON AGENCY 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


OLive 3-9600 





Warren Fandrey 
Agency Supervisor 


Los Angeles 48 


JOHN G. EDMUNDSON 


Southern California-Arizona Branch 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Ed. Baca, Brokerage Supervisor 


3462 Wilshire Blvd. 


Manager 


DUnkirk 5-2811 


Los Angeles 5 











INSURANCE CO. 


DUnkirk 1-3181 
2601 Wilshire Blvd. 


THE WOODS AGENCY 


Robert L. Woods, C.L.U. & Associates 


MASSACHUSETTS MUTUAL LIFE 


Los Angeles 57 





611 South Oxford Ave. 


ALBERT L. JASON AGENCY 
THE PRUDENTIAL INSURANCE 


BRUCE BARE, C.L.U. 


General Agent 


COMPANY OF AMERICA 


FOR BROKERAGE ASSISTANCE CALL 
DUnkirk 5-2481 


Los Angeles 5 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


3400 W. 6th Street 
DUnkirk 5-5331 


Los Angeles 5 








J. F. Bradley 
O’Brien Sawyers 


Assistant General Agents 


Holeman Grigsby 
Manager Group Dept. 
MA 


810 S. Spring St. 7-1771 





THE W. THOMAS CRAIG, GENERAL AGENT 
AETNA LIFE INSURANCE COMPANY 


G. F. Dahlin 
Richard R. Norton 


Thomas A. Carruth, Agency Supervision 

E. H. Goodrich 
Agency Controller 
Los Angeles 14 








T. G. Murrell, C.L.U. 


600 South Harvard 








W. L. Murrell 


MURRELL BROTHERS 
General Agent 
MUTUAL BENEFIT LIFE INS. CO. 
DUnkirk 8-2121 


Los Angeles 5 








THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


C. CARLTON COFFIN, JR., C.L.U. 


General Agent 


WEbster 8-2611 


4250 Wilshire Blvd. Los Angeles 5 
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Urges More MDRT-CLU Cooperation 


(CONTINUED FROM PAGE 1) 
“profession” is not entirely under- 
stood—and that the casual use of 
that word in relation to the busi- 
ness of selling life insurance estab- 
lishes some fuzzy objectives on our 
part—and_ possibly some fuzzy 
impressions on the part of the pub- 
lic. 

Certainly selling life insurance is 
a business—largely because of the 


nature of the product in which we 
deal. We sell a product which is 
the answer to problems which are 
often not realized in the mind of 
the prospective purchaser. Our 
business, therefore, requires good 
management of ourselves and a di- 
rect and aggressive approach to 
the problems of the people whom 
we would have be our customers. 


We do tend to measure our per- 
formance by various objective 
standards of accomplishment— 
whether in volume, premiums, com- 
missions, or number of policies 
placed in force. 

Probably the professional trend 
which we are developing lies in 
the maturing of the attitude with 
which the life insurance salesman 








..-What 7 


Five years may see a big change in your re- 
sponsibilities. Five years may see a big 
change in your life insurance needs. For 
these very reasons, Sun Life of Canada 
offers its new ADJUSTABLE POLICY, the 
policy that gives you four options at the 
end of five years so that you can decide 
what type of life insurance coverage best 
suits you at that time. 

For example, will you still be insurable? 
One of the options offers you increased 
coverage with no further medical evidence 
.. or. . Will you want a larger income for 
your retirement years? Another option 
allows you to change your policy to an en- 
dowment at age 65 .. or . . Will you want 
to reduce your premium outlay without re- 
ducing your protection? Then you can 


change your policy to a lower premium, 
whole life policy .. . Or you also have the 
option of keeping your original policy — 
which will be fully paid for at age 65 — in 
effect. This plan may meet your personal 
and family insurance needs for a lifetime. 
With its four valuable options, Sun Life’s 
Adjustable Policy looks to your future and 
considers 

e your financial circumstances 

e your family’s protection 

@ your retirement income 


@ your insurability 


Let the Sun Life agent in your neighbor- 
hood put you and your family on the right 
road to security. Why not ask him today for 
full details of this flexible new policy? 


SUN LIFE ASSURANCE COMPANY OF CANADA 


One of the great life insurance companies of the world 








Sun Life’s coast to coast advertising program is currently featuring this message. 
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The Public Determines 










In this regard may I observe§ We rec 
that it is the public who deter-fustries th 
mines whether we are to be acfess is to k 
corded their recognition as a pro- : ‘ato 0 
fession. We cannot urge it for ou-Brue in the 
selves except through the goo 
opinion we earn by our performbaoo 
ance. Who will determine what ish 
to be the career of life insurance} 
selling? Will it be the companies’ 
Agency management? The agent? 

I think it will be none of these. 
The future career of selling life 
insurance will be determined by) 
the American public—but I believe 
the agent plays a more vital role Pension | 
in meeting and influencing the October 
wishes of the public than do the 
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tact with agency management. Theff 
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through the synthesis performed Appr 
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h me that ies do something about this? Why 
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APPraisal Bhout this? = 
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ott, the agent, to carry the mes- 
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There are two equally good roads 
to success and satisfaction, de- 
pending on your talents and pref- 
erences. 

When companies and general 
agents and managers recruit with 
the lure of “opportunities in man- 
agement” they directly negate— 
and my personal opinion is they 
insult—the great opportunity and 
the great. satisfaction available 
through a lifetime career of selling 
life insurance. 








Examines Implications 


You must examine the implica- 
tion of this approach to recruiting 
—if followed to its logical conclu- 
sion. We are creating an image— 
whether we mean to or not—in the 
mind of the new prospective agent 
—since he is led subconsciously to 
assume that “Selling life insurance 
is fine—but look to your real op- 
portunity in management.” This 
image passes on to the general 
public: “If you are a successful life 
insurance salesman you may _ be 
promoted to manager!” 

It is my belief that you in man- 
agement and you in home offices 
must be equally forceful in recruit- 


It has been my experience that 
individual clients who under- 
id would prefer the permanence 
heir individual contracts and 
oe f ay the additional 
conside prould preter to pay the additiona 
ders the fost that will include my counsel- 
‘ice ‘conf ng and services. The public will 
| sMeci is question, and it’s up to 
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pointing to the successful career 
agent in your organization as your 
recruiting example. 


“profes. pi recruiting new agents through 
he lure of “opportunities in man- 
gement.” 

o ‘Moving Up’ 
observe} \We recognize that in many in- 
0 deter-Bustries the accepted path of prog- 
O be a-Bess is to be a salesman and “move 
1S @ pf-hy” into management. This is not 
' for ou-frue in the life insurance industry. 
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‘Re-Examine Strategy’ 

If you don’t have any successful 
career agents to point to, I would 
suggest you re-examine the strat- 
egy by which you have been at- 
tempting to attract and then build 
them. Maybe it’s because you have 
been recruiting through the lure 
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mani) THE PENSION SCHOOLS only to create disappointment and 
e agent! miss the opportunity to sell the life 
of these,” ATPURDUE insurance selling career. 

ling lite) pasie Pension School, October 10-11, The career of selling life insur- 
Lined by 1960—Tuition $50 ance will be influenced by our own 
I believe regard for it—and by our own ex- 
ital role) Pension and Profit Sharing School, pression of that regard. 

ring thef\ October 12-14, 1960—Tuition $100 Dave Gregg (president of Amer- 
1 do the ican College) has been leading a 
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) James B. Zischke, Moderator, 
San Frarcisco 

) Willisten L. Bradway, C.L.U., 
; Los Angeles 

) John T. Callihan, Boston 


most important campaign in the 
area of nomenclature in the life 
insurance industry. [ would like to 
speak on that a minute this morn- 


on: Youf) grace r Engle, » ing in only one regard, and that is, 
spreat: Robert Greer, Boston What do we call ourselves who sell 
gy from K Morris Heffman, Philadelphia life insurance ? 


) E. D. Mendenhall, Jr., San Francisco 











res from —E. A. Starr, Hartford Estate Planners" 

ugh thef/ Ren Stever, C.L.U., Los Angeles : 

sis. The) Are we estate planners? Are we 

similar. P CURRICULUM— counselors? Are we consultants ? 

the pub} --- The Methods and Ideas Used by Are we life underwriters? Ar we 
Gheen, Starr, and Stever in the ife insurance salesmen ? 

ice, Thelf Sale of Pension Plaxs life insurance sales 


You might be interested to know 
that the word underwriter has be- 
come generic in the language of 
the United States, Webster’s dic- 
tionary referring to “one who de- 


ct 
conta ) . Status Report on Pensions for the 


Self-Employed and Current Legis- 
lation Pertinent to Employer-Em- 


ri con: ) 
ect ployee Compensation Plans 


ent. The , 
- Combining Life Insurance and Mu- 


e life i tual Fund Sales i i : +s 

ales in the Pension and ines sks a Ss . 
he agett. Profit Sharing Field — the risks pry solicited 
1 é ans programs of insurance”. 

c MOVET The Sale of Indi ! ada. stig Slr. scr peviabge Tagg rage 
industt’ . ae Rene heen I prefer the designation “life in- 
pes - And in the Basic Pensinn School: surance «sz sman.”’ fe < re 
srformed Approach, Types, Tax Consequences, surance salesman.” I feel that we 


Formulas, have shied away from that term 





-espors! Contracts, Installation, } f 
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d to ai ce mapas Maat INSTITUTE purpose to the public without car- 
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in the name “life insurance sales- 
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and don’t make a mistake when you are ready to take 


the big step upwards with a General Agency 
of your own. Be sure you select a company 
that will support your work to the fullest 
practical extent. F & B offers a liberal Gen- 
eral Agency contract, including training and 
financial help for your sub-agents. . plus 
such advanced coverages as the Guaranteed 
Purchase Option, and many other modern 
policy forms. Before you open your own 
General Agency, ask for F & B's proposal 
— for your own good! 


GPO ..a typical F & B 
plan for the man who'll 
need more insurance in 
the future ..and the man 


who'll sell it to him! 





Home Office: 200 East First Street, Wichita, Kansas 


BEST WISHES TO THE 
NATIONAL ASSOCIATION 

OF LIFE UNDERWRITERS FROM 
“AMERICA’S MOST MODERN 
LIFE INSURANCE COMPANY” 


PACIFIC 
FIDELITY 


LIFE INSURANCE COMPANY 
Home Office: Los Angeles 


The company that 
uses a Univac 
to locate prime prospects. 


NS es 


™ 


Wayne J. Herring, C.L.U., Vice President and Director of Sales J 








16 


NATIONAL LIFE CONVENTION DAILY, SEPTEMBER 15, 1960 


Howerton Detines A Major Need 


(CONTINUED FROM PAGE 6) 
\Ve need to make a re-sale to the 
world of the moral values that have 
made America great. | repeat—not 
the material values but the moral 
and spiritual, the only ones that are 
lasting. If all we pass on to the 
next generation is our gadgets and 
our materiel, then we are indeed 
forsaking our destiny. But have we 
not had a tendency in recent years 


to downgrade ourselves before the 
world? 

Have we not failed to empha- 
size, that despite our faults and 
shortcomings, the real values that 
we offer to the world are on the 
whole high-minded and_ helpful? 
America has fallen down in its pub- 
lic relations job. We have allowed 
ourselves to be held up for scorn 
by our own publicists in our self- 


abnegation and in our flagellations 
of our own country. In our concern 
with talking about prosperity and 
our comforts and luxuries we have 
failed to show the world where we 
are going, our real national pur- 
pose. The rest of the world is not 
interested in our material prosper- 
ity. 

But it is all very well to speak 
of what people in general should 
do, what the other fellow should 
do, but it’s what we should do that 
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at most ages). 


When you phone 
The Man from Manhattan, 
chances are your problem iS over. 


HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 








standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 


Better phone The Man from Manhattan 


THE MANHATTAN LIFE 


Our 2nd 





ver Century 
if 


dh 


rae 





of NEW York, 


_ INSURANCE COMPANY 


Home Office: 111 West 57th Street, New York 19, N.Y. 
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really counts. Let’s talk then abo 
ourselves and bring this a | 
closer home. What should be ob of thei 
purpose in this great busines, f m . at 
ours, and how should we go Fi per ir 
accomplishing that purpose, fu" 7? 
What we need in our busines Wor val 
a more intensive development Again, | 
our present manpower rather thgivity to t 
an extensive one. How hard itjgghany surs 
those of us who struggled in x or eigh 
early days of NALU to keep ¢ 1g and th 
local associations alive to reaigiternoon. 
that we now have nearly gpg six o'cle 
members ! But, if we expect NAjfme do we 
to command the same Prestige api my frie 
influence as the American Medighas the o 
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we must insist on comparable p idn’t have 
fessional attainment. Let Us s¢ Bernard 
then an intensive developmentfoing to 
you will, under which our life govern yo 
surance fraternity will not only ill be th 
better equipped for our busipgill not li 
but at the same time will accep TIT. RE 
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great Americanism of ours an that n 
thus contribute to our world mo whom 
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What then are the marks of gne sublim 
professional growth that | m@anguage. 
tioned? sinded lif 
I know many in our busingecognize 
whom I consider professional phere are 
In all these I have observed certgo our bus 
things in common. an Die A 
I. PREPARATION: All th 1. To tl 
men have this one thing in eo DP verte 
mon—preparation. We recogni ae t b 
preparation, and thorough prep; * Tove 
aa we a aged: sere . medicifi tual e 
aw and the listry 
examine Pr ae mee ‘alalgad 
. ris morrow a 
aration. Have we given the how seal thy 
of study to anatomy and chemis scial ‘ 
that the doctors take for grandson) bind 
have we spent the time in the stuf,” right 
of thousands of cases to devel OAD 































reasoning processes as_ have t Fite tne 
lawyer, have we wrestled witht ae 
ceiimiine- oi dinnak 1 Hebrp@t sives 
intricacies of Greek and Hebrg, specula 


which form the basis of a theolof pane 
cal education? vith his { 
Is ours a continuing process fo, idee 
preparation? Are we willing to hen upor 
dertake the disciplined study off qaijy ag 
business? I frankly believe tie pages 
few of us have! Is not CLUa 
quired must? Do we have a right Duty To I 
claim professional status unless§ 2. We 
are willing to pay this price of piqbur_felloy 
aration? Even MDRT membersiffaise this | 
a worthy production goal for us@essional 
should be more a standard of p§narket for 
fessional attainment. s largely 
Let us beware of the pleasfhelp deve 
climate of mediocrity, let us @minded m 
tinguish between that which fm consta 
good and that which is excelleitude to 
“Happy is the man that finddmy way al 
wisdom for the gaining of itn other 
better than the gaining of silfhome, ofte 
and the profit thereof than tifreely giv 
gold.” fre. Could 
Il. PRACTICE:  Unremittibusiness ? 
hard work and continued appli 3. Then 
tion to the job is an absolute the bus 
quirement of professional statt ect it fre 
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ve to do his best job. I am con- 
< then abo E ally amazed at the top men in 
this a ltd. business, not only at the qual- 
ould be of of their business but the very 
business lume of business they do. We 


VE 80 abo arn by doing. 
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bale fs Is Like Doctor's 

lopment Again, I would compare our ac- 
rather thgivity to that of the doctor. I know 
hard itisfhany surgeons who will perform 
gled in fix or eight operations in the morn- 
to keep ghg and then see £5 patients in the 
> to regifiternoon. They start scrubbing up 
‘arly SOit six o'clock in the morning ; what 
pect NAjfime do we start scrubbing up! One 
restige api my friends said that a hard job 
can Medias the only kind he wanted be- 
| Bar Aggause it was the only” one that 
parable pgidn’t have any competition. 

vet us sf Bernard Shaw said, “You are 
elopmentgoing to let the fear of poverty 
our life govern your life and your reward 
not onlyill be that you will eat but you 
ur busingpill not live.” eee 
vill acall TIL. RECOGNITION OF RES- 
ility in 4 PONSIBILITY : It is a moral ax- 
ours afin that much 1s required of those 
World mo whom much is given, Robert 
* Lee once remarked that duty is 















































arks of jqne sublimest word in the English 
iat le anguage. All the professionally 


inded life insurance men I know 
ecognize their responsibility, that 
here are responsibilities peculiar 
o our business. 

an Die Any Time 


1. To the public—not only to re- 
ind them of the human life value 
oncept but also to remind them 
hat there is no such thing as in- 
ividual expectation of life, that a 
ian of 40 can be just as dead to- 
morrow as a man 80. We should 
emind the public that no other fi- 
ancial institution provides the 
ight kind of inflation at exactly 
he right time. No other financial 
nstitution provides life incomes. 
Life insurance is the only thing 
hat gives a man the moral right 
o speculate. Without adequate life 
nsurance he is recklessly gambling 
vith his family’s welfare. Security 
or widows and children cannot de- 
end upon the fingernail biting of 
daily agony with the stock mar- 
et pages ! 


Duty To Fellow Agents 
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2. We have a responsibility to 
ur fellow life underwriters—to 
aise this business of ours to a pro- 
essional level. The tremendous 
market for the service of such men 
s largely untouched. We should 
elp develop more professionally- 
inded men to meet this demand. I 
Am constantly reminded of my gra- 
itude to others who have helped 
y way along in this business, men 
n other companies here and at 
ome, often competitors who have 
teely given of themselves to help 
me. Could this be said of any other 
business ? 
3. Then we have a responsibility 
fo the business as a whole, to pro- 
tect it from unfair and unsound 
practices. We have far more to fear 
om selfishness and greed in our 
wn ranks than we do from com- 
pany practices—these are the “lit- 
e foxes that spoil the vine.” 
The life insurance business should 
fot continue to provide a haven for 
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the salesman who for the sake of 
ill-gotten commission dollars feeds 
like a vulture upon the solid va- 
lues of sound life insurance, lulling 
his unsuspecting victim into a false 
sense of security by selling plans 
that have an ever-ascending curve 
of cost and an ever-descending 
curve of protection, leaving him 
just when he has outlived a mor- 
tality table, and most people do, 
with nothing to sustain him in his 
declining years but the dry bones 
of a tax deductible skeleton! Oh 
income tax deduction! What sins 
have been committed in thy name! 

IV. INSPIRATION: We have 
mentioned that all these men we 
have known have been thoroughly 
prepared, they practice assiduously 
and they recognize their responsi- 
bilities; but there is a fourth ele- 
ment, we might call it the fourth 
dimension of human_ personality, 
intangible it is true, but most im- 
portant of all, that is the myster- 
ious element that marks the dif- 
ference between mediocrity and 


great success. This I would term 
“inspiration”. 

There are various challenges that 
inspire men in our business: 

1. The challenge of high earnings 
and economic security. That is 
good and necessary in these days. 

2. There is the joy of doing a 
job well—the real pride of accom- 
plishment, an even higher inspir- 
ation than the first. 

3. Then there is the creation of 
something really beautiful. A life 
insurance career can be a beautiful 
creation. Recently I visited Middle- 
ton Gardens at Charleston, built in 
1741, by the father of one of the 
signers of the Declaration of In- 
dependence. A visitor from New 
England recently remarked, “No 
man could visit here and not leave 
a better man.” This should be said 
of a professionally minded life in- 
surance man, that anyone who has 
dealings with him should be bene- 
fited thereby and should thereby 
become a better man. 

The highest inspiration of all is 
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a recognition that all talents are a 
divine gift from God, a trust for us 
to administer: Talent is from God 
—be grateful; fame is from man— 
be humble; conceit is from within 
—be careful. 

Leonard Warren, who died on 
stage while singing one of his 
great Metropolitan roles, said, “No 
one gives a voice but God, all that 
can be done then is to assist it.” 
Seethoven’s recognition of this ac- 
counted in large measure for the 
quantity as well as the quality of 
his work. This inspiration trans- 
cends all others, the unselfish dis- 
charge of this trusteeship. 

One must have this concept if he 
is to attain top professional status 
in our business, and may I remind 
you that we are trying to disting- 
uish between that which is good, 
and that which is excellent. 


Needs Three Attributes 

Life insurance selling at the phil- 
osophical level demands the scien- 
tific approach of the doctor, the 








We Saltite... 


The fine group of men and women of the NALU 
for the distinguished service they are providing 


to the people of this country. 


In keeping with the high professional standards 
of this organization, United of Omaha continues to 


offer the best in life insurance protection. 


United of Omaha is proud of its association with NALU 


and extends its best wishes for a successful convention. 





United Benefit Life Insurance Company . 


One of Americas Leaders 


Home Office — Omaha, Nebraska 
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reasoning process of the lawyer and 
the humanitarian outlook of the 
minister. 

As the minister brings an ans- 
wer to the spiritual needs of the 
human heart, as the lawyer ans- 
wers the fears and tensions of civil 
life, as the physician ministers to 
physical needs, so does the profes- 
sionally minded life insurance man 
bring the answer to the economic 
and social problems occasioned by 
death or disability or old age. We 


NATIONAL LIFE CONVENTION 


are the only professional men who 
have the answers to these prob- 
lems because of the uncertainty of 
human life. 


Cites Distinctive Mark 

The one distinctive mark of the 
professional man is that he deals 
with people—not things. This is 
as true of life insurance as it is of 
medicine, of law, or the ministry— 
not products but people. 

The ancient prophet Micah has 
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given us a sure guide for dealing 
with people. “He hath showed thee, 
oh man, what is good and what 
doth the Lord require of thee, but 
to do justly, and to love mercy, and 
to walk humbly with thy God?” 
Justice, love of mercy and humility 
—all these are so simply told in the 
immortal story of the miraculous 
pitcher I remember it so well from 
my childhood. A kindly old man in 
a German village sat every day in 
his little shop by the market place. 
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No need for you to settle for anything 
less than outstanding success in acci- 
dent and health when all the oppor- 
tunity you need is just waiting for you 
to make a move. 

Representing one of our growing, 
prospering companies, you will soon 
discover why many agents suddenly 
become extraordinary and reap the 
bountiful harvest that goes with ac- 
complishment in the Combined Group. 


An essential requirement is a burning 
desire for success in this field. If 
you have that, drop a line to the 
Disability Division, Combined In- 
surance Company of America, 5050 
Broadway, Chicago, Illinois. You can 
expect the people there to treat your 
inquiry in confidence and give you 
valuable counsel and direction at 
absolutely no obligation. Send your 
letter today! 


A New Book by 
Napoleon Hill 

evther of THINK end GROW RICH 
ond W. Clement Stone 
20GED ERD ont tone 
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Famous People All Over America 
Are Praising This Great Book 


Business and spiritual leaders and noted 
U. S. humanitarians are recommending 
“Success Through A Positive Mental Atti- 
tude” as a self-improvement book that will 
enrich the lives of all who read it. For your 
copy or copies, send a check or money order 
for $4.95 (each) to Combined Registry 
Company, 5050 Broadway, Chicago 40. Your 
money back if not satisfied. 


SBCCESS 
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COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 
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ever heard—how absurd and jf L: . 
possible that the pitcher Woy thinking 
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and M. A. Belanger, administr 
tive assistant. 
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‘madPitcher Tells Methods 


of cold nil 
itcher hey (CONTINUED FROM PAGE 38) 
the amoulr try to give him an answer that 
Sed to thj al! be helpful. I find by going 
S story I hg r his policyholders with him, 
ird and ; ‘sinking in terms of companies in 
Cher woy " town, and the like, that in 
L have livg many, many instances my conver- 
| €nough gation has resulted in new pro- 
SErVe Othe spects for him, and now many of 
© Most tdihe men bring in lists of companies 
‘N—that tj or names of people that they feel 
dry as Io, | might help them contact, either 
eis through my own connections or 
«OF prof hrough the help of the home of- 
fice. 
Be H Source Of Knowledge ne 
y Di A second duty that I feel is vital, 
MINN hich I thought we should have 
York y§when we started, and feel even 
ANY peog§ more strongly about today, is that 
Attend] be a fountain of knowledge for 
ill be Rog§these boys on life insurance and 
all Hugh taxation, pensions and advance 





Finally, if there is no other value 
to records, I assume that when I 
tell the agents that I want them 
to keep records of their time, not 
one of them can say, “Why doesn’t 
HE do it?” I am only asking them 
to do what I am doing myself. 

I tried to have a recruiting man- 
ual or book which would be a com- 
pilation of the ideas of others, but 


I am convinced now that the only 
satisfactory recruiting manual is a 
so-called track to run on and one 
that is my own ideas that I have 
compiled myself. One of the most 
important pages in my recruiting 
booklet is this page on commis- 
sions. 

The first time I see a recruit, I 
continually emphasize to him that 
this is a commission business. Fi- 
nancing of agents is here to stay, 
but it is important to continually 


it; Stanty 
; for sale 
-e-preside 


underwriting in general. In other 
words, by setting aside two even- 
ings a week to study, I hope al- 
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remind the man that he is on com- 
mission and not on salary. This 
page particularly points out the 
increasing values of renewals as 
the years progress. 

As I intimated above, at my 
monthly conferences with agents, 
we go over each case that he has 
written and I point out to him the 
total value of first-year and _ re- 
newal commissions of each parti- 
cular case. New men don't consider 
this. I want to be sure they are 


S, southeg wavs to be the best-informed man 
- J. J. Mg in my agency, so the boys can come 
Ss ‘and com to me to get the correct answers. 

director§ One thing that I did for a great 
MacKenig many years as an agent, and which 
ons. | simply carried on as a general 
agent, is my own time control. This 


Jinner Phas proved of great value. I can 
iing at tg tell tt I am seeing one agent all the 
. Mavilor time and not enough of another, 
Y home can see if I am contacting enough 
Mrs. R brokers, what my outside activities 
is a seng es Can see that I do not go over- 
Moore s board on them; record interviews 
ies: 11 with staff members—and the all- 


: ms ant area of recruiting. 
‘ing; Wl important area g 
al oe 18 Hours Too Much 


adminis : f 
administ] a+ one time I found that I was 


spending over 18 hours a week on 
outside activities, which is too 
sented much. So I cut down, but you see, 
rence fr my records point out to me what 
re Hom§ I was doing. Then I can study my 
time and see how much is devoted 
to what. You might be interested 
in the allocation of my time con- 
trol in various functions for 1959. 
Also, you might like to know the 
average time spent on each since 














Continental American’s Planned Life Insurance Program Service, 
- based on a distinctively professional concept, is an organized, 
systematic method of building clients through estate planning, 



















aner —— ae a didi. this and conscientiously providing maximum protection 
a be first figure for each item being the at minimum cost. The results this method produces, year 
e hog Percentage of time spent this year, after year, are significant. 
G. Josep oe — being the corresponding Last year, Continental American representatives increased their 
aurice | nl wed = sie a 7 pe “ average new policy sale to an impressive $17,177, again placing 
-presidet lbp aig ode 4 23 clare their company among the nation’s top-ranking life 
ae 20 and 30; meetings 4 and 4; staff insurance Organizations, 

or of cof © Nd 8; recruits 3 and 3; outside in their continuing enthusiastic practice of the principles of the 

ibonieg . and 12; brokers 3 and Planned Life Insurance Program Service, Continental American 

ae ana — caew and representatives are certain to reach even greater heights 
nner es of personal achievement. 
en a Low On Recruiting They know that better business comes from 
day nigf [am low on recruiting, because the increasingly better client service they 
ome offi Staff and agents do it for me. I do are equipped to render—and brings with it = 

will Wthe interviewing after they bring proportionately greater rewards. a 

presidet! the recruit into the office. Perhaps in ly = : 
sident this is a mistake, because most Ts 
ons; R.¥ SMart general agents do as Bob . _ a 
dent at V oeds (Massachusetts Mutual) Continental merican Life Ansurance Company 
facon, @ ps ie cn Gastil (Connecticut Les 
and W.4 vtneral), both of Los Angeles, tell = 
ency may Me that ALL the recruiting should WILENGT OS: See 





¢done by the general agent. 
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Some problems, like this one 
3x 10+2=>32 
are easy to solve. 
Others, like this 
& 


i 





A=K+2= x (CK) 
present considerable difficulty because their solution re- 
quires specialized knowledge. 

When a knowledge of the trade union market would 
help solve your underwriting problems call on the Company 
backed by 32 years of successful experience in underwriting 
Group Life and all forms of Accident and Sickness insurance 


for welfare funds and local unions. 


THE UNION LABOR LIFE INSURANCE COMPANY 

HOME OFFICE 

200 East 70th St. New York 21. N. Y. 
EDMUND P. TOBIN 


President 








“buck hungry.” 

Another important sheet in the 
recruiting booklet is the organiza- 
tion chart. I go over this with 
recruits, pointing out what the 
various departments are and brief- 
ly what the duties of each indivi- 
dual are. Many recruits have sub- 
sequently told me that they were 
impressed by the manner and scope 
with which our agency seems to be 
organized. 


All Wrote Outlines 


Fach salaried person in the 
agency wrote an outline as to what 
his duties are. We gave a prize of 
$10 for the best outline, and this 
data was useful to me in preparing 
the organization chart. 

Another thing we have devel- 
oped in the recruiting manual is a 
picture of each one of the agents, 
together with a brief biography. 
When an agent has been with us 
three months we ask him to write 
an article of not more than 250 
words on “Why I Chose Life Insur- 
ance Selling as Career.” A new 
recruit is given an opportunity to 
thumb through the booklet. There 
he can see pictures of the type of 
persons that we have with us and 
he can recognize the high caliber 
of the group, perhaps making him 
want to be one of them. Further- 
more, by reading the theme that 
each one has written, he can see 
why these men and women are so 
dedicated to their lifetime work. 

Finally, in recruiting, each 
member of the staff, including my- 
self, must give weekly reports of 
his activities on recruiting, both 
with actual recruits and with nom- 
inators. We also ask for a report 





A SYMBOL OF SECURITY 


The Statue of Liberty is an important sym- 
bol to all Americans because it repre- 
sents the freedom which is the foundation 
of our way of life. Our Company is proud 
to use it as its trademark. 

Men to remain free must provide security 
for themselves and their families and most 
American families have found life insur- 
ance to be the best way to provide this 
security. 

Liberty National Life Insurance Company 
is providing a large measure of security 
for many families. Over a quarter of a 
billion dollars is held by the Company for 
the protection of policyowners. Perhaps 
this financial strength is one of the reasons 
why more and more people each year 
buy their life insurance from Liberty Na- 
tional. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


Frank P. Samford, President 
HOME OFFICE: Birmingham, Ala. 
























2nd Day 


on the number of recruiting book 
lets that each one of has giv : 
away each week. This is excellen; 
as a conversation piece With 3 
nominator. 

Supervision and training; We 
learn that it is wise to divide the 
newer and older men in agency 
meetings. We call them juniog 
and seniors. A senior is an agen; 
with over one year of servic 
$10,000 of ordinary premiums, ag, 
over 50 lives. The advanced unde, 
writer is bored with listening to 
basic training, and the new my 
does not know what we are talking 
about when we get into advange 
underwriting. 


Six Months Ahead 


As for meetings, we plan them 
for six months in advance. I seleg 
a senior and a junior agent ani 
pay them an hourly rate ($3 pe 
hour) to submit to me the subjecy 
and types of meetings they wan 
Then I counsel with them on pro- 
posed speakers in the agency, 
well as guest speakers. We can ap. 
prove or delete a man’s report, | 
am more convinced than ever thy 
the first thing Monday morning j 
the best time for an agency meet. 
ing because it gets us all quickened 
for the first hour of a new week, 

Here are three ways how ow 
agents avoid evening calls: 

1. We suggest that they call ip 
the morning on the secretaries ¢ 
doctors and dentists. Oftentime 
their bosses are not in then, bir 
the secretaries are on the job an( 
could be seen. 


Box-Lunch Interviews 


2. One ingenious agent dos 
this: He puts up a box lunch ani 
makes an appointment with either 
a blue-collar worker or an office 
worker for their noon hour. He 
asks the worker to meet him jus 
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at noon and then they drive off it 
his car where they sit alone ané 
eat their box lunches and discus 
the policy, ending when noon 
hour is over. 

3. Finally, we ask the new agents 
to draw up a list of people lik 
optometrists or osteopaths, wh 
make a practice of taking off one 
day a week, such as Friday or: 
certain afternoon each week. They 
could be seen on their day off a 
home. In many towns, the stores 
close at noon on Wednesday. Thest 
store owners and their employes 
could be seen at home on Wednes 
day afternoons. 


Hoffman Of NALU Is 
Grandfather Of Twins 


Executive consultant Maxwell L 
Hoffman of NALU is _ receivilg 
double congratulations on becofk 
ing a grandfather for the secof 
and third times. The twins, Jule 
Ann and Jerry Hoak Lancaster, aft 
the second and third children 
Mr. and Mrs. Lyle B. Lancaster. 
Mrs. Lancaster is the former Bat- 
bara Ann Hoffman, who before het 
marriage attended many NALU 
meetings with her father, the fitst 
being at Denver in 1937, on her 
third birthday. 
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NALU Nominators 
For 1961 Elected 


The NALU National Council 
elected as the 1961 nominating 
committee the following: agents— 
Arthur F. Priebe, Penn Mutual 
Life, Rockford, IIl., and William 
H. Pryor, Connecticut Mutual, 
Wauwatosa, Wis.; general agents 
or managers—Jack White, Pru- 
dential, Los Angeles, and Vernon 
R. Zimmerman, Acacia Mutual, 
Arlington, Va. Member with pre- 
yious experience On a nominating 
committee, O. P. Schnabel, man- 
ager Jefferson Standard Life, San 


Antonio. ; 
The committee chooses its own 


chairman. 

The requirement is that the 
committee consist of five mem- 
bers—two agents, two general 
agents or managers, and one mem- 
ber with previous nominating 
committee experience. It was for- 
merly the custom to provide that 
the latter member should be an 
agent or manager-general agent in 
alternate years, but this is no 
longer adhered to. 


MacDonald Of LOMA 


Attending Convention 
Roy MacDonald, managing di- 
rector of Life Office Management 
Assn., is doing for the first time 
something he has long been in- 
tending to do—attend an NALU 
convention. Since he has been with 
LOMA, all the NALU conven- 
tions previous to this one have 
come in the week immediately be- 
fore the LOMA convention, mak- 
ing it impossible for Mr. MacDon- 
ald to leave his own ship long 


enough to be a visiting fireman at 
NALU’s meeting. 
It is also Mr. MacDonald’s 


“coming out party’—as he ex- 
pressed it—the first association 
convention he has attended since 
he suffered a heart attack last 
March 15. 

Attending the NALU conven- 
tion is part of LOMA’s policy of 
expanded inter-association activi- 
ty. Lester Schriver, NALU execu- 
tive vice-president has attended 
several LOMA meetings. 
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$1,000 Gift Heartens 
NALU Fund Raisers 


The Tuesday morning session of 
the NALU national council got a 
pleasant surprise when it was an- 
nounced that J. Renwick Mont- 
gomery, Phoenix Mutual, Phila- 
delphia, had contributed $1,000 to 
the NALU building fund, in mem- 
ory of the late Mrs. Montgomery. 

This equals the largest gifts ever 
made to the fund. 

In addition, $3,700 was contrib- 
uted to the fund Tuesday morning 
by 15 other donors. 


First NALU Meeting 
For Williams, Health 


Insurance Institute 

Attending his first NALU con- 
vention is J. R. Williams, vice- 
president of Health Insurance In- 
stitute. With him is Ray M. 
Stroupe, his Washington represen- 
tative. 

Mr. Williams told The Nation- 
al Underwriter he was im- 
pressed with the interest in health 
insurance displayed by those at 
the NALU meeting. He said he 
was also struck by the increasing 
extent to which life companies are 
playing up their health insurance 
coverages in their national adver- 
tising. 


Hurricane Donna 
Delays Some Bound 


For Convention 


Hurricane Donna was responsi- 
ble for delaying some of those 
bound for the NALU meeting. 
Those coming from Hartford Mon- 
day, for example, were held up by 
grounded planes and could not 
take trains because the Pennsyl- 
vania Railroad strike had dis- 
rupted rail transportation between 
New York City and Washington. 

Quite a few people were de- 
layed because their planes could 
not land at Washington airport. 
For a time two stalled planes cut 
the field’s capacity. Passengers 
had to be landed at other cities 
and brought to Washington by 
bus. 


ee 
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The New York state association’s candidate for trustee, Charles 


Anchell (wearing bow tie), with three of his campaign stalwarts: At 
left, Harry K. Gutmann, Mutual of New York, New York City, state 


association 
New York 


president, and David B. Fluegelman, Connecticut Mutual, 
City, and past president of NALU, Mr. Anchell’s campaign 


manager; at right, Spencer L. McCarty, Provident Mutual, Albany, 
state association managing director. 
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All from Manhattan Life: Harry Nelson, Chicago, midwestern su- 


perintendent of agencies; Harry Levey, Los Angeles, western su- 
perintendent of agencies; his son, Robert, general agent at Burbank, 
Cal., and Donald L. Zentmeyer, general agent at San Francisco. 






Ralph H. Kastner, general coun- 
sel of American Life Convention, 
with Alfred S. Howes, Connecticut 


Mutual Life, New York City. 


6 From Institute 
Of Life Insurance 


Joining Washington representa- 
tive Robert Taylor of Institute of 
Life Insurance at the NALU con- 
vention are five members of the 
head office at New York: Blake 
T. Newton, executive vice-presi- 
dent; Donald F. Barnes, vice-pres- 
ident; Robert C. Singer, director 
promotion and advertising; Louis 


I, Dublin, consultant on health 
and welfare, and his_ secretary, 


Gretta Haas. 


se ss conn ag 


—— 


Isaac Kibrick, veteran New York 
Life agent at Brockton, Mass., and 
chairman of the NALU committee 
on aging, and William E. North, 
incoming president of NALU, 
snapped at the portico of the new 
NALU headquarters building after 
the dedication ceremony. 


ie 


Standing at the entrance portico of the new NALU headquarters 
building: Daniel H. Coakley, New York Life, Boston, member of the 
Million Dollar Round Table executive committee; Julian S. Myrick, 
Mutual of New York, New York City, past president of NALU and 
chairman emeritus of American College, and Robert Adams, New York 


Life, Columbia, S. C. 








A Salute to the NALU 
Washington Convention 
and to Gus Halloran, 





district manager at our Williamsport, Pa. office, serving as NALU Trustee 


‘The Baltimore Life 
Insurance Co. 
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Coming Soon... our new Home Office Building 


in mid-town Baltimore 












... the first private office 
building to be constructed in 


downtown Baltimore’s Urban 







Renewal development area. 
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THE BALTIMORE LIFE IN MT. ROYAL PLAZA TO BE LOCATED 
AT HOWARD STREET, PARK AVE., DOLPHIN AND BIDDLE STREETS 
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One of America’s Most Progressive Mutual Life Insurance Companies ¢« Est. 1882 
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